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Every year the Direct Mail , , TOE MUA Lt esdines Gu any = 
Advertising Association, Inc., oe 
cites One company in each field ~ 
for its printed sales material. Re- 
cently The Mutual Life was presented 
with the “Best of Industry” award in the 
life insurance industry for the year 1950. 











Here is how the scroll reads: 


“The Mutual Life Insurance Company of New York has 
been selected for a 1950 Best of Industry award in recog- 
nition of its excellence and the results achieved. This out- 
standing campaign will be a part of an exhibit to tour the 
United States and Canada to encourage the increased use of well- 
planned, effective direct mail.” 








Our display consisted of tear sheets from points and POINTS, JR. POINTS, a 

monthly magazine mailed to our Field Underwriters, contains information that 
will help our field force sell. potnts, jr. is available to our representatives to send to 
their mailing list of policvholders and prospects . . . a kind of ambassador of good will. 


Naturally, we were very pleased with this recognition of our efforts. We were pleased, 

too, with the other honors we received during 1950—the many Certificates of Excellence 

from the Life Insurance Advertisers Association for our advertising, promotion and 

public relations . . . the Merit Award from the Financial World for our annual report 

. the citation fom Public Relations News for having one of the 10 best public 
relations programs in America. 
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a Non-Contributory Pension tax ra 
On all policies. What everyone wants! mestic 
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Up to $400 per month Life-time guarantee of wih friendly Home 
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TERRITORIES: 


Write today for Details of the Agency Plan Inquiries held in strict confidence Opportunities ° 
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Companies Propose 
644% Tax on Their 
Investment Income 


Would Supersede Present 
Stop-Gap Basis; 
Treasury Non-Committal 


WASHINGTON — The life compa- 
nies’ proposed substitute for the present 
stop-gap formula for federal income tax 
on life companies is built upon the prin- 
ciple of a wider base and a lower rate 


of taxation. 

The proposal calls for a flat 614% tax 
on net investment income. The Treas- 
ury department is non-committal on the 
proposal, although life company repre- 
sentatives say that formerly the Treas- 
ury favored the principle involved. 

Life insurance representatives say the 
industry’s proposal, submitted in a letter 
to the House ways and means commit- 
tee, would work out with about the same 
result as the present law. Reaction of 
ways and means committee members to 
the proposal was not known to industry 
representatives. 


Waive Reserve Requirement Deduction 


Under the proposal there would be 
waiver of the deduction for reserve re- 
quirements, and application of the tax 
rate lower than the corporate tax rate 
which now applies to life company net 
investment income after the deduction 
referred to and under the stop-gap 
formula. 

It is pointed out that the new proposal 
would save a lot of time and work, 
would get away from the “Secretary’s 
ratio” and avoid the time lag of one 
year that exists under present law. 
However, the proposed plan would be 
tied to the corporate rate in some way. 





Tax Rate Reduction for 
Conn. Insurers Approved 


HARTFOR D—The Connecticut 
house finance committee has reported 
favorably on a bill to reduce the state 
tax rate on interest and dividends of do- 
mestic insurers, now 444%, to 34% 
at the end of the next two years. The 
decrease would be at the rate of 4% 
a year. 

Connecticut companies had asked that 
the tax reduction be carried through 
1955, when the rate would be 21%% 
but the committee, as in 1949 when a 
similar bill was adopted, declined to ex- 
tend the tax reduction period beyond 
two years. In 1945 the legislature 
adopted a tax reduction bill that ex- 
tended over four years. 

Spokesmen for the companies said at 
a hearing that such a tax is not levied 
by any other state. They contended that 
the tax reduction program they sought 
would not cause a loss in the state’s 
Insurance tax revenue. Taxes on pre- 
miums, they said, increase so much each 
year they would make up for the pro- 
posed reduction in taxes on interest and 
dividends. 





The Kearns agency of Northwestern 
Mutual in Salt Lake City held a_ fifth 
anniversary meeting at Brighton, Utah, 
at which the speakers were Willard H. 
Griffin, assistant director of agencies, 
~ Harold Gardiner, educational di- 
rector. 


$200 MILLION IN FORCE 
Central, Ill., Absorbs 
Standard, Pa.; Now 
Central Standard 


Central Life of Chicago has reinsured 
the business of Standard Life of Pitts- 
burgh and the title of this important 
Illinois institution has now been 
changed to Central Standard Life. Cen- 
tral Life acquired control of the Pitts- 
burgh company in 1945, but until this 
time the two units have been operated 
independently. 

With this development Central Stand- 
ard Life now attains the $200 million 
stature in point of life insurance in 
force, the Standard Life business that 
was taken over amounting to about $30 
million. 

Central Standard has about $48 mil- 
lion in assets, capital of $500,000, net 
surplus of $250,000 and a_ substantial 
contingency reserve. 

William V. Hansen, who has been 
secretary of Standard Life, has now 
been elected secretary of Central Stand- 
ard. He is the son-in-law of Alfred 
MacArthur, board chairman of Central 
Standard. 


Forbes Bows Out 
in Michigan July 1 


Although his term does not expire 
until Oct. 1, Gov. Williams of Michigan 
has made public a letter from David 
A. Forbes, tendering his resignation as 
Michigan commissioner effective July 1. 

Mr. Forbes has occupied the commis- 
sioner’s seat 8% years, which is the 
longest incumbency on record. He has 
made his mark in his own state and na- 
tionally, and is a past president of 
National Assn. of Insurance Commis- 
sioners. 

Mr. Forbes, in private life, is a mem- 
ber of the Forbes & Belknap agency of 
Grand Rapids, and he is a former presi- 
dent of Michigan Assn. of Insurance 
Agents. When he took office he made 
it clear that he would in no way solicit 
new business, but would confine his 
agency interest merely to the renewal of 
existing lines. 

Mr. Forbes was appointed to office by 
the former Republican governor, Harry 
F. Kelly; he was continued in the job 
by Republican Kim Sigler, and was 
named as the first four-year-term com- 
missioner by Sigler when the law was 
changed to fix the tenure at four years 
instead. of at the pleasure of the gov- 
ernor, | 








Agents’ Earnings 
Controlled Under 
Stabilization Order 


WASHINGTON ~— A spokesman for 
the economic stabilization agency said 
“outside salesmen” covered by Admin- 
istrator Johnston’s order establishing a 
salary stabilization board for control 
of salaries include insurance salesmen. 
An ESA statement defines “outside 
salesmen” as “those employed away 
from the employer’s place of business, 
either on salary or commission.” 

However, if such persons are “repre- 
sented by recognized labor organiza- 
tions in relations with employers, their 
pay falls under the jurisdiction of the 
wage stabilization board.” 

The salary board’s three members 
will represent the public. They will at- 
tempt to establish a policy for stabiliz- 
ing compensation of “executive, admin- 
istrative, professional and certain super- 
visory employes,” in addition to outside 
salesmen. 

A newly created salary stabilization 
division will handle requests for salary 
adjustments and interpret board poli- 
cies, regulations and orders. 

Compensation of employes receiving 
time and a half pay for overtime under 
the wage and hour act will remain un- 
der wage stabilization board jurisdiction. 


T. A. Teagle Heads 
Virginia Assn. 


Thomas A. Teagle, Prudential, Staun- 
ton, was elected president of the Vir- 
ginia Life Underwriters Assn. at the 
annual meeting in Richmond. 

Other officers are D. L. Brooks, 
Union Life, Danville, vice-president, and 
John Pasco, Home Beneficial, Peters- 
burg, 2nd vice-president. Retiring pres- 
ident is Paul C. Agee, Life of Virginia, 
Roanoke. 

A turnout of more than 750 attended 
the sales congress, at which speakers 
were S. Cutini, Life of Georgia’s 
director of training; Isaac S. Kibrick, 
New York Life, Brockton, Mass.; ; 
Palmer, Insurance R & R; and James 
E. Rutherford, vice-president of Pru- 
dential. 


Pass NSLI Dividend Bill 


WASHINGTON — The Senate has 
passed and sent to the President the 
House bill providing that beginning 
Jan. 1, 1952, National Service life in- 
surance dividends shall be applied in 
payment of premiums unless the in- 
sured has requested cash payment, 








North Central Advertising Leaders 


Here is the line- 
up of the commit- 
tee which spon- 
sored the successful 
1951 North Central 
Round Table of 
Life Advertisers 
Assn. at Excelsior 
Springs, Mo. Seat- 
ed, from the left, 
are Richard S. 
Haggman, Kansas 
City Life; Chair- 
man Darrel G. Hin- 
kle, Guarantee Mu- 
tual; Jack R. Mor- 
ris, Business Men’s 
Assurance; E. S. 
Wescott, Bankers 
Life of Nebraska. 








i A 





Standing, from the left, are William C. Ellis, American Mutual Life; Robert T. Griffiths, 
Business Men’s Assurance; Robert Watkins, Security Benefit Life; John Watson, 
Bankers Life of Iowa; Thomas Byrnes, Equitable Life of Iowa, and Harold Allen, 


Fidelity Life Assn. 


Prudential Will 
Enter Individual 
A. & H. Field 


Ardell T. Everett to Head 
New Department: Becomes 
Second Vice-president 


Projected expansion of Prudential into 
the individual A. & H. insurance field 
was announced this week by President 
Carrol M. Shanks. 


Ardell T. Everett has been elected 
second vice-presi- 


dent to head the 
new A. & H. de- 
partment. Mr. Ev- 


erett, who has been 
executive director 
of agencies in the 
western home of- 
fice, Los Angeles, 
will report directly 
to Valentine How- 
ell, executive vice- 
president and ac- 
tuary. He will be 
assisted by Robert 
Diffenbaugh, assist- 
ant to the vice-pres- 
ident in the actuarial department, who 
will become assistant director for sales 
and service. 

Stressing that the new field is a 
“large undertaking and that many exten- 
sive studies must be made,” Mr. Shanks 
expressed hope that the new program 
would be in operation by early 1952. 

The contemplated new policies in- 
clude hospital and surgical coverage for 
individuals and families as well as A. & 
H. policies with income benefits, one- 
sum payments for the loss of eyesight 
or limbs, and an _ accidental death 
benefit. 


EVERETT’S CAREER 





A. T. Everett 








Mr. Everett was graduated from Uni- 
versity of Denver in 1932 and since that 
time has had broad experience in the 
insurance business. He started with 
Phoenix Mutual at Boston in 1936. He 
went to Texas when it entered that 
state, serving as Houston manager, state 
manager at Dallas and field supervisor. 

He went with Prudential in 1946 as 
head of its Houston agency serving 
southeast Texas. Two years later he 
was promoted to superintendent of agen- 
cies and assigned to the western home 
office at Los Angeles. Later he was 
named executive director and in that 
capacity has been supervising all insur- 
ance sales and service activities for 11 
western states and Hawaii. During 
the last war he served in the navy. 


Other Promotions Announced 


G. Carl White, director of agencies 
western home office, has been promoted 
to executive director of agencies there. 
He will be succeeded by J. Donald Gei- 
ger, director of agencies, now at Cleve- 
land. M. Rowland Rutherford, district 
manager at San Bernardino, Cal., is pro- 
moted to director of agencies to succeed 
Mr. Geiger at Cleveland. William In- 
gram, Jr., director of agencies, Los An- 
geles, is transferred to a similar post at 
Chicago, Sidney V. Mitchell, Jr., asso- 
ciate director of agencies at Los An- 
geles, has been promoted to director of 
agencies and will succeed Mr. Ingram. 
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Credit Restraint 
Program in Force 
Countrywide 


Western, Southwestern 
Regional Organizations 
Complete Planned Setup 


The voluntary credit restraint program 
of the life business was extended this 
week at organizational meetings of the 
southwestern and far western regional 
committees at Dallas and San Francisco. 

The midwestern and eastern regional 
committees met earlier at Chicago and 
New York. 

To date there is pretty general satis- 
faction with the program in government, 
insurance, and banking circles, although 
the whole idea of voluntary credit re- 
straint has yet to meet a major test. At 
least, the program seems to have been 
launched successfully. 

There are no statistics to tell just how 
many loans have not been made because 
of these programs. There is some doubt 
that it is possible to produce such data. 
A company knows if it has turned down 
a loan but it can’t tell if a competing 
company or bank has later made that 
loan. 


Fair Play Essential 


The success of the program depends 
on the wholehearted adherence by all 
companies to the principles of the anti- 
inflation program. It is conceded that 
if anything can undermine the program 
it will be the action of companies mak- 
ing loans earlier turned down by other 
companies because they were inflation- 
arv. The company that loses the loan 
will be resentful. It will tend to be less 
strict the next time if it feels that some 
other company is getting away with 
something. This could cause the dis- 
integration of the entire program. 

Fortunately, the loan restraint pro- 
gram is getting started while companies 
are in a period of an extremely tight 
money supply. It is easy for them now 
to turn down loans. This condition may 
not continue for more than a few 
months. Then it will become increas- 
ingly difficult. This assumes that good 
investment outlets will not be as abun- 
dant then as they are now 


Commitments a Disadvantage? 


The extent to which companies have 
been and are committed for loans is now 
operating to their disadvantage, at least 
in relation to the higher interest rate 
available under present conditions. On 
mortgages, for example, companies 
which last fall agreed to lend at a given 
percentage might now be able to ask 
more because of the increase in the rate, 
particularly since the mass conversion 
to the new issue of 24% government 
bonds. Since these companies were com- 
mitted in advance however, they must 
go ahead with the loan at the old rate. 

On some loans, of course, companies 
commit themselves to make a loan at the 
rate current when the money is taken 
down by the borrower. Under those 
conditions a company will benefit by the 
increase in the interest rate. On the 
other hand it can be argued that the 
rate would not have gone up if the 
companies weren't so fully committed. 
This puts the discussion back where it 
started. 


Crichton to Speak in Ohio 


Commissioner Crichton of West Vir- 
ginia will be the luncheon speaker at 
the annual meeting of Insurance Fed- 
eration of Ohio at Columbus May 22. 
He will talk on current trends and de- 
velopments in insurance. 


Complete Card for 
Dallas A. & H. Rally 


The full program has been prepared 
for the annual meeting of International 
Assn. of A. & H. Underwriters, June 
10-13 at Dallas. 

The first day will be given over to 
registration, a meeting of the executive 
board and a reception in the late after- 
noon at the Baker hotel. 

The first business session will be held 
June 11 beginning with welcoming ad- 
dresses and the annual report of Presi- 
dent John B. Lambert, Mutual Benefit 
H. & A., Cleveland. At the luncheon, 
George B. Butler, chairman of the Texas 
board of commissioners, will give the 
address. In the afternoon talks will be 
given by Ray Ross, vice-president of 
Equitable Life & Casualty, on “The 
Open Sesame”; D. C. MacEwen, super- 
intendent of the A. & H. department of 
Occidental Life, on “Something More 
Than the Sale,” and A. R. Jaqua, direc- 
tor of the insurance marketing school 
of Southern Methodist University, on 
“Sales or Customers.” 


Various Company Dinners 


The evening will be given over to 
company dinners. 

On June 12 the women will have a 
breakfast meeting and in the morning 
there will be a meeting of the Interna- 
tional association council. Elmer 
Wheeler, sales consultant, will be the 
luncheon speaker. 

At the afternoon session, sponsored by 
the Leading Producers Round Table, 
the speakers will be J. L. Kowins, IIli- 
nois Bankers Life, Baltimore, on “Ideas 
and Techniques,” and Mrs. Adele Levy, 
Mutual Benefit H. & A., New Orleans, 
on “That All Important Close.” 

In the evening there will be a bar- 
becue and rodeo. 

The Leading Producers Round Table 


will have a breakfast on the last day, 
and at the business session the Harold 
R. Gordon memorial award of the Chi- 
cago association will be presented. 
Travis T. Wallace, president of Great 
American Reserve, will talk on “Selling 
at Maximum Efficiency.” 


Admiral, Statesman 
Will Address L.LA. 


On the program of the spring meeting 
of Life Insurance Assn. at Virginia 
Beach on May 24-25 will be Adolph A. 
Berle, jr., former under-secretary ot 
state, and Admiral William M. Fechtler, 
commander of the Atlantic fleet. 

Topics on the discussion agenda in- 
clude federal income taxation, inflation 
control, market trends, war problems, 
wage stabilization and the pooling of 
catastrophe risks, interest rates, status 
of agents for social security and pen- 
sions and activities of the Health In- 
surance Council. Julian D. Anthony, 
president Columbian National Life, is 
chairman of the arrangements com- 
mittee. 








Chicago Selection Men 
Elect Pratt President 


Chicago Assn. of Home Office Un- 
derwriters has elected Homer Pratt, 
Benefit Assn. of Railway Employees, 
president, succeeding Bernard Rogers, 
Washington National. 

Wesley D. Hunnell, Pilgrim National 


Life, was named _ vice-president, and 
James Rasek, North American Life, 
secretary. 





Cecil W. Hannaford has joined the 
Magnolia insurance agency of Jackson, 
Miss., as manager of its life insurance 
department. 


<The 
COMMONWEALTH 


KNOW YOUR PRODUCT! 


A man who knows his sales story can generally tell it 


clearly and briefly. 


A great Sales Manager once 


said that “it takes a long 


time to explain what you don’t know.” 


If you are driving a nail into a board, the idea is to 


get your eye on the nail. 


Similarly, the first rule for driving a fact into a man’s 
mind is to see that fact clearly yourself. 


An ancient Greek philosopher summed up the wisdom of 
life in two words, “Know thyself!” 


The wisdom of salesmanship could possibly be summed 
up in these three words, “know your product.” 


Insurance in force April 


1, 1951—$491,814,976 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © LOUISVILLE, KY. 





Illinois Dept. OKs 
Insured Funeral Plan 
with Agreed Changes 


Agency to Change Name;| 


Drop ‘Purple Shield’ Tag, 
Offer Coverage to Rivals 


SPRINGFIELD—As a result of a 
second conference with lawyers repre. 
senting Pierce Ins. Co. of Los Angeles 
and the Lain agency of Chicago at which 
the company and agency agreed to make 
certain changes in their insured funeral 
plan, the Illinois department has agreed 
that these changes would take care of 
the questions it had raised about the 
legality of the tie-up between the in. 
surer and the Lain agency, which is an 
affiliate of the Lain & Son funeral es- 
tablishment of Chicago. 

Pierce and Lain agreed to 
the designation “Purple Shield” plan and 
substitute “Insured Funeral Service 
Plan. They also agreed to drop the Lain 
name from the agency and give the 
agency a name that would not indicate 
a connection with any particular funeral 
director. The premium receipt form js 
to be changed to show that the benef- 
Clary is not restricted in her choice of 
funeral directors. 


Available to All Directors 


_ Pierce and Lain agreed to make the 
insurance available to all Illinois funeral 
directors without restriction. 

The department raised no objection 
to the plan’s feature of presenting to 
the insurance buyer a booklet in which 
he sets forth his specifications as to 
type of funeral he wants. There is on 
the last page of the booklet an assign- 
ment form for the beneficiary to fill in 
after the insured’s death. There is no 
departmental objection to this assign- 
ment form but Deputy Director Dirksen 
said that the department would regard 
as a violation any attempt of the insur- 
ance agency to influence the insured to 
name any specific funeral director in the 
assignment, 

The Illinois insurance code (section 
155.05) prohibits any plan that “has the 
effect of depriving the family or repre- 
sentative of the deceased of the advan- 


stop using 


tages of open competition and unre- | 
stricted choice in the procuring and pur- 


chasing in the open market of supplies 
and services in connection with the 
burial of the deceased.” 


Opposed in Principle 


Both the Illinois and national associ- 
ations of funeral directors are, as a 
matter of principle, opposed to the sale 
of funeral or burial insurance by funeral 
directors. The solicitation of funeral 
business, either in advance or at the 
time of death is also generally regarded 
as unethical. 

Although the funeral directors have 
made no statement, it is obvious that if 
the Pierce-Lain plan proves successful, 
as similar hookups have proved else- 
where, it will introduce a new and pow- 
erful element of competition into the 
funeral director business in Illinois. 


Will Other Directors Follow? 


Will funeral directors, despite their 
opposition to any sales connection be- 
tween their business and that of insur- 
ance, feel they have no choice but to 
offer similar insurance plans? If so, 
will they want to tie in with the Pierce 
insurance plan or will they—if located 
in Chicago—consider that Pierce is too 
closely linked to a prominent com- 
petitor? Will thev think it advisable to 
form their own life insurance company? 

(CONTINUED ON PAGE 24) 


May 11, 
—— 


Mutu 
to Gi 


Mutual 
tribution 
people pr: 
book 1s € 
Tomorro\ 
of 50,000 
The cc 
a lunche 
civic an 
Dr. Le 
state civ! 
the rewa! 
ment fot 
and com! 
Holgar 
stitute 0! 
willingne 
responsib 
good thr 
research, 
“on inflat 
a sound 
problems 
The cc 
write for 
the annt 
also plu 
holders’ 
enclosur‘ 
Pre-pu 
ment gt 
newspap 
tators, t 
heads of 
other gt 
the daily 
and hav 
favorabl 


Sought | 


Alreac 
many < 
whether 
book. § 
asked p 
ally in | 

The | 
test of 
agents 
promine 

The | 
ice, ratl 
Agents 
impress 
is inten 
long-ra 
agents 

Thes: 
first ch 
be the 
done gt 
aration 
ning a 
middle 
with th 

Getting 

while 

health; 
that is 
chapter 

lines a 

sugges 

cess of 


14 Ret 


The 
more 
65, mo 
1980 t! 
65 anc 
from \ 
the co 
pectan 
65, thi 
years. 

The 
velopr 
on the 
count! 
outlin 
Rotar 
distrit 





Y 11, 195) 


lan 
noes 


Name; | 
Tag, 
ivals 


pe os 


ult of 3 
TS repre. 
Angeles 
at which 
to make 
1 funeral 
S agreed 
Care of ) 
out the F 
the in- 
ch is an 
leral es. 


P using 
olan and 
Service 
he Lain 
‘ive the 
indicate 
funeral 
orm is 
benefi- 
1Oice of 


ike the 
funeral 


jection 
ing to 
which 
as to 
is on 
aSSign- 
fill in 
is no 
ASSign- 
irksen 
regard 
insur- 
red to 
in the 


ection 
as the 
repre- 
\dvan- 
unre- | 
1 pur- 
pplies 
1 the 





May 11, 1951 


LIFE INSURANCE EDITION 














Mutual Benefit Life’s 


Book Tells How 


to Get Ready for Happy Retirement 


Mutual Benefit Life has begun dis- 
tribution of a 64-page book to help 
people prepare for their retirement. The 
hook is entitled “Begin Now to Enjoy 
Tomorrow” and has had a first printing 

f 50,000 copies. : 
of he Bias 5008 introduced its book at 
a luncheon in Newark attended by 75 
civic and business leaders. — 

Dr. Lester H. Clee, president of the 
state civil service department, spoke of 
the rewards and opportunities in retire- 
ment for satisfying activity in public 
and community service. — 

Holgar J. Johnson, president of In- 
stitute of Life Insurance, discussed the 
willingness of the life business to accept 
responsibility for promoting the public 
good through such projects as medical 
research, housing investments, the fight 
‘on inflation, and the encouragement of 
a sound viewpoint on the retirement 
problems of our aging population, 

The company invited policyholders to 
write for a copy of the book at the time 
the annual report was distributed. It 
also plugged the book in its policy- 
holders’ house organ. Premium notice 
enclosures are renewing the offer. 

Pre-publication notice of the retire- 
ment guidebook has recently gone to 
newspapers, magazines, news commen- 
tators, trade journals, industrial editors, 
heads of trade associations, and to many 
other groups. Reviews of the book in 
the daily press have given it rave notices 
and have resulted in an exceptionally 
favorable response from the public. 


Sought for Use as Textbooks 


Already the company has heard from 
many adult education groups asking 
whether the book is available as a text- 
book, Scores of industrial editors have 
asked permission to print the book seri- 
ally in their house organs. 

The company believes that the real 
test of public reaction will come when 
agents begin personal distribution to 
prominent people all over the country. 

The book is intended as a public serv- 
ice, rather than a sales promotion piece. 
Agents were asked to avoid giving the 
impression that it is a sales device. It 
is intended to be of extreme value in the 
long-range building of good will for 
agents and the company. 

Thesis of the book as developed in the 
first chapter is that retirement years can 
be the best years of life, if a good job is 
done getting ready for them. This prep- 
aration is a combination of sound plan- 
ning and wise living all through the 
middle years. Successive chapters deal 
with the three basic areas of preparation: 
Getting readv for the interesting, worth 
while activities; assuring reasonable 
health; providing a retirement income 
that is adequate and certain. The final 
chapter tells how to set up a plan, out- 
lines a broad timetable for planning, and 
suggests methods of checking the suc- 
cess of one’s plan. 


14 Retirement Years 


The company points out that there are 
more than 11 million people past 
65, most of them no longer working. By 
1980 there will be 22 million older than 
65 and a still higher proportion retired 
from work. Another fact pointed out by 
the company is that the normal life ex- 
pectancy for every person who reaches 
65, the usual retirement age, is now 14 
years. 

The company is encouraging the de- 
velopment of a type of speaker’s bureau 
on the subject among its agents over the 
country. They will be furnished a speech 
outline, for example for a talk before a 
Rotary Club, where they will be able to 
distribute request cards for the book. 

A touch of sales promotion creeps into 
the use of the book, since it will be of 
great interest to prospects, and will have 
special value in salary savings cases as a 
gift, or in pension trusts, where it can 
be distributed. 

The book is a guidebook to a happy 
retirement. It suggests beginning fi- 


nancial preparation as early as possible, 
at latest during one’s thirties. “Make in- 
teresting and useful activity the corner- 
stone of your plan,” it says, ‘““Look into 
different avocations, interests, and hob- 
bies now.” 

‘Other suggestions elaborated upon 
are that the individual be socially use- 
ful, and obey now the rules for healthful 
living and of mental hygiene. It sug- 
gests the discussion of retirement with 
work associates, and with wife or hus- 
band to improve the quality of the 
planning. 

The book urges that the reader be 
prepared to retire to something and not 
merely from what he is doing. 

There is a chapter devoted to over-all 
financial planning and another to the 
health aspects of the aging period. These 
include advice on diet, exercise, and the 
need for religion and philosophy. 

The final chapter includes a list of 
practical suggestions for action during 
one’s thirties, forties, fifties, and early 
sixties. 

The final chapter of the book begins 
by saying “The best retirement, then, 
is one in which you exchange your old 
worn-out career for a new and better 
one—a new ‘life of your own’—with 
ample time at last for family companion- 
ship, recreation, friendship, the enjoy- 
ment of nature and whatever special 
hobby gives you deep abiding pleasure.” 


Presidents Address S. F. Rally 


John W. Boyd, president of San Fran- 
cisco Life Underwriters Assn. and re- 
gional manager of Franklin Life, and 
Thomas S. Dixon, president San Fran- 
cisco A. & H. Managers Assn., and 
manager of Massachusetts Indemnity, 
will address San Francisco A. & H. Un- 
derwriters Assn. at a luncheon on 
May 16. 








George A. Bowles, Virginia commissioner 
and zone chairman at Zone 2 meeting of 
N.A.LC. at Charleston, S. C., and Hugh 
Tollack of Chicago, assistant secretary of 
N.A.LC. 








Tennessean Takes U. S. 
Chamber Insurance Post 


Charles T. Houston has been appoint- 
ed assistant manager of the insurance 
department of U. S. Chamber of Com- 
merce, taking the place left vacant by 
the resignation of Harry Perlet, who 
has become assistant general council of 
the Factory Mutual companies. Mr. 
Houston has been with the Tennessee 
insurance department 10 years, latterly 
as deputy commissioner. He is a native 
of Selmer, Tenn., is a lawyer and was 
formerly legal adviser on the staff of the 
American military government in Japan, 





Empire State Mutual has appointed 
ohn D. Landers as manager at Syra- 
cuse. He has been in the business there 
for seven years. 











Sixth Street to Second. 


collection. 





Welcome 


This year of 1951 will mark the 175th anniversary 
of the adoption of the Declaration of Independence. It 
will also mark the 200th anniversary of the ordering of 
the Liberty Bell. The observance of these events will 
bring a great many people to Independence Square 
where the Penn Mutual Home Office Building stands. 
The nearby area of historic Philadelphia has become the 
Independence National Historical Park, and the Na- 
tional Park Service is hard at work preparing the dis- 
trict for the influx of visitors. The insurance district of 
Philadelphia is on the edge of this area, reaching from 


During the year an historical pictorial exhibit will be 
on display in the lobby of our building. It includes old 
engravings and prints of Independence Hall during its 
two centuries and of the Independence Square neigh- 
borhood which has many historical associations. 


Visitors from the insurance world who come to Phila- 
delphia during the celebrations are most cordially in- 
vited to visit the Penn Mutual Home Office and see this 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















American Society 
Sets Up Nationwide 
Prospect Machinery 


Indoctrinate Recruiters 
to Insure Steady Flow 
of C.L.U. Candidates 


In six whirlwind one-day regional 
meetings, American Society of C.L.U. 
and its new candidate committee are 
installing a system of prospecting for 
new members that is calculated to pro- 
vide the American College with a stead- 
ier and larger flow of students than ever 
before. At the last national C.L.U. 
meeting, the country was divided into 
six regions with a chairman and two 
associates in charge of recruiting ac- 
tivities for each region. 

Impetus to ths new drive has been 
provided by the desire to achieve an 
enrollment of at least 2,000 new candi- 
dates for the 1951-52 class, which is to 
be designated the “Huebner Class” in 
honor of Dr. Huebner, the president of 
the college, who will retire next year 
after 48 years of teaching. 

Each of the six regional meetings 
have been real work sessions sparked 
by two energetic young men from the 
American College, Leroy Steinbeck and 
Davis W. Gregg. Attending each re- 
gional meeting have been the men des- 
ignated in each chapter to be in charge 
of the membership drive. They are in- 
doctrinated first of all with the history 
and aims of the C.L.U. movement. 
Stress is put on the fact that the move- 
ment has reached the point where it is 
full-fledged, where it is established and 
where it must grow in a_ systematic 
fashion. The new prospecting system 
as described by Messrs. Gregg and 
Steinbeck, who have devoted much of 
the past six months to the project, and 
the hard work of regional commiteemen 
have all gone a good distance toward 
systematizing the matter of gaining new 
candidates. 


Direct Leads, Prospects, Suspects 


Each chapter will set up its own 
prospecting system that will operate 
both on direct leads from the American 
College and on local leads. American 
College has on file a list of all men who 
have ever been enrolled in the C.L.U. 
classes and also has access to men who 
complete work in the L.U.T.C. classes 
and thus are good candidates for the 
C.L.U. designation. American College 
will send out to the local chapters a 
card on each prospective C.L.U. candi- 
date. It becomes the duty of the mem- 
bership chairman in the local chapter 
to see that the information asked for 
on the card is filled out. There is pro- 
vided on each slip space for a complete 
description of the man in question and 
it is expected that some member of the 
local C.L.U. chapter will get in touch 
with him and discover whether or not he 
is interested in C.L.U. study. It will 
become the duty of individual C.L.U.s to 
indoctrinate prospects, to “sell” the 
advantages of C.L.U. education and to 
a certain extent to “underwrite” in the 
field prospective candidates, too. The 
members will be expected to keep their 
eyes open for new suspects also. The 
home offices through their agency sys- 
tems are already sending in names of 
men who are prospective C.L.U. can- 
didates. 

American College will send to local 
chapters the names of each man who 
has taken an examination since 1946, 
but for some reason or other has not 
gone on with the program in 1949 and 
1950. These men are in the holdover 

(CONTINUED ON PAGE 24) 
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Mass. Mutual to Mark Centennial at 


Week-Long Series of 


A “family dinner” served in the com- 
pany dining hall Monday evening, May 
14, to the over 1,300 home office em- 
ployes of Massachusetts Mutual will be 
the opening festivity in the week-long 
celebration of the company’s 100th an- 
niversary. President Leland J. Kalm- 
bach will deliver the main address, and 
greetings will be extended by Mayor 
Brunton of Springfield. 

The official birthday occurs Tuesday, 
which is the 100th anniversary of the 


Festivities 


granting of the charter. The entire home 
office staff will gather on the home of- 
fice lawn at 9 a.m. or in the auditorium 
in case of rain, for appropriate cere- 
monies to open a second century of 
service. 

The Massachusetts Mutual Glee Club, 
ranged on the front steps facing State 
Street, will open the program with “The 
Star Spangled Banner.” 

Mr. Kalmbach will speak, and then 
unveil and dedicate a bronze tablet com- 
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N BY-GONE days, a dentist’s reputation depended on 
his good right arm. 
solved the problem with equal applications of strength 


Today’s dentist is a professional man. His deep in- 
terest in preventive dentistry has made Americans a 
healthier people. He prevents . . . as well as cures. 

Our hats are off to your dentist. He has earned the 
confidence you place in him. 


Another Man To See With Confidence 

Thousands, also, consult the Mutual Benefit Life man 
with confidence. They know, by experience or through 
friends, that his ANALAGRAPH will enable him to diagnose 


also, that he has a wide variety of flexible plans which 
will guide them to a safe, happy future. 

Take dentists, for instance. Like doctors, their finan- 
cial problems require special consideration. The 
Mutual Benefit Life’s special plan for dentists offers a 
sound well-thought-out solution to these problems. 


Because he is able to diagnose so accurately and offer 
such a sound solution, the Mutual Benefit Life man 
takes deep pride in his work. He has the tools to do 
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memorating the company’s first century. 
This tablet will be permanently located 
in the rotunda. The entire group will 
sing ‘Massachusetts Mutual Ode,” then 
after the garland of flowers suspended 
across the front doorway is cut by Mr. 
Kalmbach, the home office employes, 
led by the oldest and youngest in perio 
of service, will enter to undertake the 
second century’s first duties. 

Tuesday afternoon from 2:30 to 4:30 
the families of employes and retired em- 
ployes and their families will be guests 
at a special open house. There will be 
refreshments, souvenirs, and several dis- 
plays. Company archives will be ar- 
ranged so that historical documents and 
early types of business machines may 
be seen in comparison with the very 
latest of modern electrical and electronic 
devices. The oil paintings, commissioned 
by the company to illustrate the current 
series of national advertisements, will 
be hung in a gallery improvised for the 
occasion. 

Mayor Brunton has proclaimed Wed- 
nesday and Thursday ‘Massachusetts 
Mutual Days.” 


Open House to Be Held 


To enable as many outsiders as pos- 
sible to visit the home office, open house 
for the general public will be held 
Wednesday from 2:30 to 4:30 and again 
in the evening from 7 to 10 p.m. Com- 
pany employes will not report for work 
until 1:00 p.m. 

There will again be an open house 
period from 2:30 to 4:30 on Thursday 
afternoon, but employes will work the 
usual hours. Refreshments will be 
served and souvenirs distributed at both 
open house periods. 

Thursday evening, and again on Fri- 
day evening, employes will present Mas- 
sachusetts Mutual Varieties for the 
entertainment of their fellow employes 
in the Trade School auditorium. 

The centennial celebrations will come 
to an end in Springfield on Friday when 
company officials will leave the home 
office and travel to New York City for 
the opening of the centennial convention 
of the Massachusetts Mutual field force 
where 1,500 representatives, wives and 
officials will make their headquarters at 
the Hotel Waldorf-Astoria May 19-22. 
The centennial banquet will be on May 
21, when Secretary of Commerce Sawyer 
will be the principal speaker. 


Mass. Mutual Names O'Neil 
Pension Sales Manager; 
Roberts in Okla. City Post 


Massachusetts Mutual has appointed 
Burton L. O’Neil as manager of group 
pension sales at the home office and 
Robert J. Roberts as district group man- 
ager at Oklahoma City. 

Mr. O’Neil specialized in business ad- 
ministration at Boston University and 
joined General Electric Co. at Lynn, 
Mass., in June, 1941, working in the 
purchasing department. An air corps 
veteran, he was formerly in the group 
business with John Hancock. 

Mr. Roberts was a merchant marine 
officer in the last war. Before joining 
Massachusetts Mutual as district group 
manager he was a group supervisor at 
Pittsburgh for Equitable Society. 








Thornbury General Counsel 
of Ohio Farm Bureau Group 


COLUMBUS—C. W. Leftwich, who 
has been vice-president and secretary of 
the Ohio Farm Bureau insurance com- 
panies, has now been named vice-presi- 
dent-actuarial. Howard Hutchinson, 
agency vice-president, is designated 
vice-president-operations. M. E. Foltz 
becomes vice-president-claims; E. A. 
Rule, vice-president-secretary; W. A. 
White, vice-president-sales; C. W. Eb- 
erhard, vice-president-underwriting, and 
P. L. Thornbury becomes vice-presi- 
dent-general counsel. He takes the 
place of H. S. Ballard who terminated 
his connection with the organization re- 
cently. E. S. Jones has been promoted 
to assistant secretary. 


Charges Trembling 
Taxpayers Offered 
Insurance Escape 


John Martin Brodsky, who was linkej 
with James P. Finnegan, former easter; 
Missouri collector of internal reveny 
in the attack on Finnegan and the De! 
partment of Justice and Treasury D,} 
partment by Senator Williams of Defy.) 
ware, is head of the Dudmar insurance) 
agency in the Railway Exchange build.) 
ing at St. Louis. He entered the jp. 
surance business in 1949. Last summe 
Insurance Board of St. Louis receivep 
a complaint that Finnegan was allege(.) 
ly receiving a share of the commission) 
on insurance business written by Brod. 
sky. Superintendent Leggett of Mis. 
souri held back renewal of Brodsky’; 
license pending an investigation of this) 
and other charges against him. Brodsky 
at that time said that Finnegan was his 
attorney and that what he paid him 
was for legal advice. His license was 
finally renewed. Before entering the 
insurance business Brodsky was a sales. 
man for a dress manufacturing com. 


pany. 

Williams alleged that Brodsky ob- 
tained from Valley Steel Products an 
application for life insurance on a key 
employe, the premium being $23,896, 
The premium was returned when the 
employe flunked his medical examina. } 
tion. Senator Williams charged that at 
Brodsky’s request the insurance com. 
pany issued two checks for the return 
premium, one for $22,400 and the other 
for $1,486. Williams said that Brodsky | 
admitted he deposited the latter check 
to his own account and that the steel 
company charged off the check to attor. 
ney’s fees, although Brodsky is not an 
attorney. 


Delinquent Taxpayers as Prospects 


Senator Williams charged that Fin. 
negan formed a partnership with Brod- 
sky and then furnished the latter a 
list of taxpayers who were in federal 
difficulty, as prospective insurance cus- 
tomers. 

President Truman accepted Finne- 
gan’s resignation last April 4. Senator 
Williams charged that evidence that was 
in the files of the Treasury and Jus- 
tice Departments was not submitted to 
the grand jury at St. Louis. Finnegan 
was exonerated in a preliminary report 
made by the grand jury on March 21. 

Senator Williams said that he had 
statements from Don Kelly, general 
agent of John Hancock Mutual Life at 
St. Louis, and Walter Heuerman of that 
agency establishing the fact that Brod- 
sky had the names of several persons 
who were involved in tax difficulties. 

Valley Steel Products Co., according 
to Senator Williams, was one concern 
that had large tax assessments outstand- 
ing and was paying the assessments by 
deferred installments. 


Korean War Deaths Cause 
Mortality Rate Increase 


Korean war deaths caused a sharp 
rise in mortality among American males 
of military age the first three months 
of 1951, Metropolitan Life reports. 
Among the company’s male industrial 
policyholders ages 20-24 the mortality 
rate was about 50% higher than for 
the first quarter of 1950. 

As a result of the war losses and a 
widespread outbreak of respiratory dis- 
ease at home, the death rate for males 
at all ages was 5% higher than for the 
same period last year. The rate for 
females was slightly lower. 

Mortality from the diseases of the 
heart and blood vessels, and from cat- 
cer and diabetes, was higher than last 
year. Tuberculosis, however, continued 
its downward trend. 

Fatal accidents were somewhat higher 
than in 1950, although the death rate 
from motor vehicle accidents showed a 
slight decline. 
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F.. meeting the many hazards of life 
—for fulfilling its hopes and dreams 
—your Lincoln National representa- 
tive has sound, sure plans that deliver 


money when and where it is needed. 


He brings protection for wives and 
children against perils that beset their 
breadwinner. He provides security for 
men and women against tragic turns 
of fortune. He helps you carry over a 
part of today’s prosperity as protection 
against tomorrow’s uncertainties. He 
. brings money to millions! 


You’ll find the Lincoln National agent © 
in your community to be an able, 
experienced counsellor upon whom 
youcan rely forsound, unselfish advice. 
Consult him freely. 


Its Name THE 


Indicates Its 


Character LINCOLN NATIONAL 
LIFE INSURANCE 


COMPANY 


FORT WAYNE 1, INDIANA 


This ad reproduced from May 5, 1951, Saturday Evening Post 
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Everybody’s Is Different 


. . . just as each individual’s needs differ from the 
next fellow’s. The principal aim of every North 
American underwriter is to match programs to needs 
—to make sure that every client gets the best pos- 


sible personalized protection. 





NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 


























Prudential Is 
Realigning Key Home 
Office Operations 


Realignment of key operations at the 
home office, including expansion of pub- 
lic relations activi- 
ties, to meet the 
needs of increasing 
business and the 
company’s rapidly 
developing decen- 
tralization program, 
has been announced 
by Prudential. 

The major change 
is the assignment 
of Vice - President 
Orville E. Beal of 
the district agen- 
cies department to 
head the new pub- 
lic relations pro- 
gram and also to supervise coordination 
of all activities between the home office 
at Newark and the regional home offices. 

Mr. Beal will report directly to Presi- 
dent Carrol M. Shanks on public rela- 
tions matters and on the coordination 
phase to Valentine Howell, executive 
vice-president and actuary, who is in 
charge of development of the regional 
home offices. Mr. Beal will be assisted 
in the coordination program by Charlés 
B. Laing, second vice-president, who has 
been with the general office administra- 
tion department. 


Potter Freed for Other Work 


The changes in the public relations 
program will free Vice-president George 
E. Potter, who has directed advertising, 
publications and public information ac- 
tivities, to devote more time to the prob- 
lems arising in the construction of the 
new regional home offices. 

Mr. Beal will continue his present re- 
sponsibility for handling labor relations 
matters for the district agencies depart- 
ment. Vice-president James E. Ruther- 
ford, who has been associated with Mr. 
Beal in the district agencies department, 
will take over all other responsibilities 
of that department as well as those of 
the agencies service department which 
Mr. Beal also had previously handled. 

At present, two regional home offices 
—the western at Los Angeles, and the 
Canadian at Toronto—are in operation. 
A third, for the southwest at Houston, 
is under construction, and plans are 
being developed for a fourth, the Mid- 
America at Chicago. 





Orville E. Beal 





110 Cast 42nd Street 


<f> 


North American Reassurance Company 


J. Boward Oden, President 


New York 17, N. D. 
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_ Several other shifts in important as 
signments have been made. F. S. Qui, 
lan, second vice-president of the Or 
dinary policy and debit policy depar. 
ments, will also assume the duties of 
Mr. Laing in the general office adminis. 
tration department. These three depar, 
ments will continue under the gener, 
supervision of Vice-president F. Bruce 
Gerhard. J. M. Savage, assistant gener 


. manager, was promoted to general map. 


ager of the ordinary policy departm 
C. A. Waters, director of agencies # 
search, is transferred to general offig 
administration in a new post known x 
director of personnel administration 


Brent N. Baxter, assistant director of) 
agencies research, is promoted to asso.) 
ciate director and will take over th! 


duties relinquished by Mr. Waters, 


_ Paul W. Stewart, personnel director © 
is given a new assignment as director oj) 


personnel services and will be respop. 
sible for activities of the field cleric! 


personnel division, employe benefits qj.) 


vision and the clerical portions of the 
personnel division in the home office. 

Edward C. Rogers, manager of the 
Sierra regional mortgage loan office, Sar. 


ramento, Cal., has been elected assistant | 


treasurer and is being transferred to 
the home office at Newark. 


College Professors 
Hear of Insurance 
Teaching Methods 


The first organized attempt for an 
official exchange of views between uni- 
versity educators and life insurance 
people was made in the form of a two- 
day meeting sponsored by L. I. A. M.A. 
at Hartford. Eleven deans of business 
admfmistration schools, who were invited 
to the meeting by the relations with 
universities committee, which has as one 
of its objectives encouragement of more 
life insurance courses in American col- 
leges and universities, praised the busi- 
ness for its widespread program of 
training and education and for its con- 
tinuing effort in this field. 

The educators were highly in favor 
of the meeting, pointing out that they 
must know what is being done in the 
business if they are to perform their full 
function. Several of the deans explained 
their institutions now have introductory 
insurance courses which are doing much 
to give students interest in an insurance 
career. It was brought out that the lack 
of full-time qualified teachers is the big 
problem the schools face. The deans 
suggested that another such meeting be 
held again next year with a different 
group present. 

Explaining what has been done by the 
business in education and training were 
Charles J. Zimmerman, associate man- 
aging director; Dr. S. Rains Wallace, 
Jr., director of research; Lewis W. 5. 
Chapman, director of company relations, 
all of L. I. A. M. A., and Clarence B. 
Metzger, 2nd vice-president Equitable 
Society, chairman of the relations with 
universities committee, and Edmund L. 
G. Zalinski, executive vice-president 0 
National Assn. of Life Underwriters, 
first head of L. U. T. C. 


Plan for Extra Dollars 


“Planning for Extra Dollars” was the 
topic for one of the meetings comprising 
the women’s finance forum sponsored 
by First Wisconsin National Bank 0 
Milwaukee and First Wisconsin Trust 
Co. Speakers at the session, dealing 
with social security and life insurance, 
were Grant L. Hill, vice-president and 
director of agencies of Northwestern 
Mutual; W. H. Griffin, assistant direc- 
tor; H. W. Gardiner, educational di- 
rector; W. B. Minehan, associate secre 
tary, and Jerome Boyer, assistant st 
perintendent of claims. 











Cornell University has undertaken 4 
study to determine if occupational re 
tirement because of advanced age 35 
advisable. Its research center is apply- 
ing a $130,000 grant to the study. 
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See Lower Rates 
Coming for DBL 


Cover in New York 


NEW YORK-—A lowering of the rate 
tern for smaller cases may develop 
in the New York state disability benefits 
feld within a few weeks following the 
recent announcement by the state fund 
rate reductions of 20% for male and 
10% for female employes _ effective 
July 1, the first anniversary of the law. 
Specific developments | will come out 
by early June. There is little opinion 
among companies generally to the effect 


pat 


of 


that there is sufficient leeway in the 


present rates to permit substantial re- 
ductions, especially on less than a year’s 
experience. : 

Group departments will apparently try 
to hold the line on present rates if they 
can do so without losing too much busi- 
ness. Those with the highest rates on 
smaller cases will be particularly pressed 
by their agents to come down. They 
will not be able to assess the impact 
of the state funds’ rate reduction until 
or if they encounter terminations when 
policies come up for renewal. 

The state fund has cut rates for male 
employes from 80 cents to 64 cents per 


' $100 of payroll, and from $1.10 to $1 per 


$100 for women. 


Rate War Symptom? 


There is a tendency to pay more 
attention to the move of the state fund 
as a signal of reductions by other com- 
panies instead of as a source of new 
major competition. The state fund still 
does not have the lowest rate structure. 


| There are a number of companies that 


have lower rates on women, particularly 
as the size of the case increases. 

One of the difficulties of predicting 
the effect of the state funds’ rate reduc- 
tion is the great variation in rating plans 
used by life casualty and group A. & H. 
companies. 

Nevertheless some believe that there 
will be a good rate scrap in progress 
during the month of June. Casualty 
companies in particular, which have 
long been competing with the state 
fund on workmen’s compensation, and 
which took a larger volume of the 
smaller cases than the life companies, 
are more impressed with the possibility 
of this happening than the life com- 
panies, 


Fear Loss of W.C. 


They also have something at stake 
in that through it they may lose com- 
pensation business to the state fund. 
The life companies were after the larger 
cases and except for the multiple line 
companies, don’t have to worry about 
losing compensation ‘business to the 
State. 

Some regard the state’s move as a 
retaliation for the aggressive sales tac- 
tics taken by some companies against 
the state fund’s business. Some com- 
panies have used direct mail campaigns, 
in some instances showing that their 
tates were lower than those of the state 
fund. They included in this literature 
a form letter in which the employer 
could write to the state fund and cancel 
his coverage with them. At the same 
time he could write to the company for 
information. 

Some companies have regular cam- 
Paigns on to get business which comes 
up for its first annual renewal on July 1. 
It will be more difficult to take business 
from the state if its rates are lower. 
There is some reliance on brokers 
Who control the business leaving it with 
4 private company. Some suggest that 
the state is trying to jockey the rates 
a an alternative to increasing the 
benefits, 

Group companies are reluctant to 
lower their rates. They point out that 
the claim frequency has not leveled off 
yet and that it will probably build at 
least until the end of the year. In New 
ersey, for example, claims experience 
under the disability ‘benefits law is only 
Now beginning to level off. The law 


went into effect there a year and a half 
before it did in New York. 

Admittedly, experience has been good, 
“but not that good,” one group man 
said. Others point out basically that 
one year’s experience is not enough, 
especially not the first year under a 
new law. Once claims reach a norm 
rate experts think they may be able to 
be more definite. 

The public is still learning of the 
benefits of the new law. More are 
applying for benefits. Doctors too ease 
up noticeably in a disability benefits 
state when they are advising a patient. 
Now that they know in New York that 


“Growth through the 
strengthening of men* 














aman can get $26 a week while he is 
disabled they are more inclined to sug- 
gest that he ““‘take it easy for another 
couple of weeks.” 

This happens in non-DBL states 
where doctors know that the man has 
weekly indemnity insurance. It is rou- 
tine now in New York, Rhode Island, 
New Jersey and California. 

The effect of the state fund’s action 
will probably be more noticeable in 
small cases since large group premiums 
level off according to experience. 





The annual dinner meeting of the 
Syracuse, N. Y., agency of Massachu- 


setts Mutual Life featured a former 
general agent, Douglass N. Ellis, now 
assistant superintendent of agencies, as 
speaker. C. Parker Wood of the agen- 
cy, received the vice-president’s trophy 
awarded annually for all-around compe- 
tence in life underwriting. 





Bar’s Regional Canceled 


The American Bar Assn. regional 
meeting to have been held at St. Louis 
May 9-12 was called off. There was to 
have been an insurance law section 
meeting in connection with it. 
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“You'll Like 
Our Prospecting Service 


Prospecting is an essential part of any life underwriter's 
job—and a time-consuming part. 


Illinois Bankers Life agents spend more of their time in 
the presence of prospects WHERE PROFITS ARE MADE, 


because we do their prospecting job for them. 


There is no reason why YOU should be "Prospect Poor." 
For years we have provided prospects for our fieldmen, and 
have increased their production 50% to 100% as a result 
of this direct mail prospecting method. 


Our direct mail service and Combination Coverage Con- 
tract will permit YOU to substantially add to your life 
insurance production and, at the same time, increase your 
commissions by Accident & Health sales. 


For the man interested in building his own agency, our 
direct mail service and Combination Coverage Contract 
are invaluable in attracting and developing new manpower. 





EXCELLENT OPPORTUNITIES 
for capable, industrious insur- 
ance men to develop new busi- 
ness in Michigan, Colorado, 
Oregon, and Washington. 











Other general agency territories available to men who 
want to build solid agencies under agency-minded Home 
Office supervision. All correspondence confidential. 


O. F. Davis, Vice President 
Director of Agencies 


ILLINOIS BANKERS LIFE ASSURANCE CO. 


Monmouth, Illinois 





Writing all forms of: 
Life—Accident & Health—Polio 
Hospitalization—Medical Reimbursement 
Franchise—Group 


* 
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That Magic Age 
when $1000 automatically jumps to $5000 


OUR NEW JUNIOR ESTATE PLAN 
grows as the child grows. 
No increase in cost. Paid up at Age 65. 
Cash and loan values for emergency or educational use. 


For particulars, write 
WM. D. HALLER, Vice President 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 





Zimmerman Tells 
Rotarians Dangers 
in New NSLI Law 


The new NSLI law recently signed 
by President Truman has certain in- 
herent dangers which can be avoided 
only through high statesmanship on the 
part of Congress, leaders of veterans’ 
organizations, labor union leaders, and 
other influential groups, Charles J. Zim- 
merman, associate managing director of 
Life Agency Management Assn., told 
the New York Rotary Club. 

He explained that while the law fol- 
lowed closely a bill endorsed by Na- 
tional Assn. of Life Underwriters, as 
signed by the President it differed in 
one major respect. That is in making 
term life insurance available to veterans, 
if they apply for permanent insurance 
within 120 days after discharge. 

“Under the new bill, $10,000 of life 
insurance is provided,” Mr. Zimmerman 
explained. ‘All that’s needed is a vote 
of Congress to raise that to $15,000. A 
vote of Congress is all that is needed 
to expand the benefits to those outside 
the armed services, to modify restric- 
tions regarding insurance available to 
men released from the services, to grant 
free indemnification to all veterans dur- 
ing their lifetime, etc. 


High Statesmanship Needed 


“These extensions are the dangers 

which we all recognize. However, we 
must also consider the fact that there 
were some dangers that existed under 
the old NSLI system. 
: “We need to have high statesmanship 
in Congress if the government is to be 
kept out of the life insurance business. 
Insurance coverages should not be made 
a political football. We must have a 
greater interest in veterans’ affairs on 
the part of business, industry and labor 
and specifically on the part of their 
leaders.” 

Mr. Zimmerman said it is basic to our 
way of life that government remain out 
of those activities which private indus- 
try can do better. He referred to the 
tremendous job that the nearly 200,000 
life agents are doing in urging Americans 
to provide for their own security. “These 
sales representatives have, let us sup- 
pose, two sales interviews a day, five 
days a week. As a result, there are 2 
million face-to-face interviews a week, 
theoretically. There is some duplication, 
but we can assume that at least 50 mil- 
lion people each year have had a face- 
to-face, heart-to-heart talk with a life 
insurance man. 

“The life underwriter talks to people 
about three things, thrift, self-reliance 
and independence. He is giving 80 mil- 
lion policyowners a stake in capitalism, 
private enterprise, sound government 
and sound monetary policy. He is help- 
ing to provide means for people to 
gain their own security through their 
own initiative. To the extent to which 
people succeed in this, to that extent 
they lessen the pressure on government 
to provide that security.” . 





N.A.LC. Entertainment 


The committee for the N.A.I.C. con- 
vention at Swampscott, Mass., June 3-7, 
has arranged for the group to be guests 
for sightseeing tours fur the ladies 
June 4 and 5, with luncheon the first 
day at Wayside Inn and the second day 
at Easton Yacht Club. There will be 
a golf tournament with awards, at 
Tedesco and Salem country clubs. 





Police Shooting Accidental 


ST. LOUIS—A circuit court jury de- 
cided that Mrs. Beulah Grzyb was en- 
titled to double indemnity from a Metro- 
politan Life policy in the death of her 
husband who was shot to death by a 
policeman. Mrs. Grzyb had called of- 
ficers to the house, contending that her 








husband had beaten her and her hus- 


band, a three-time convict, had fled 
the approach of the officers. In an ayy 
chase the police fired on him. Judy 
Creech instructed the jury to hind y 
favor of the widow if it believed tha 
her husband came to death through eg 
ternal, violent accidental means, but ng 
as a result of participation in an x 
sault or attempted assault. 


Story of Combination 
Companies Is Told in 
Life Insurer Booklet 








Statistical information on more thay 
200 combination companies with $35 pip 
lion industrial in force is contained jp 
the 1951 edition of the “Annual Com. 
pilation of the Combination Companig 
Figures” booklet, published by the Lif 
Insurer, a National Underwriter (C9 
publication. The booklet contains sevey 
pages of statistical information on the 
operations of the combination companie 
in 1949 and 1950. 

Two major rankings tables, covering 
ordinary and industrial, show the fol. 


lowing information for 100 companies: | 
Business in force, increase or decrease | 
for two years, new insurance paid for} 
Sixty combination com-f 
panies ranked by assets, total income,} 


for two years. 


ordinary paid for, ordinary increase, in- 
dustrial paid for and industrial increase 
are shown in another table. 

Eleven major financial — statement 
items, with gains or losses for the year, 
are given for 160 companies. The week- 
ly and monthly premium A. & H. and 
hospitalization results for 100 companies 
are shown. The final table lists 234 
combination companies ranked | by total 
business in force and also gives the in- 
dustrial business in force for all of the 
companies shown. 

Copies may be ordered from the Na- 
tional Underwriter office at Cincinnati 
as follows: 12 copies, $2; 25, $3.25; 50, 
$5.25; 100, $9; 500, $42; 1,000, $80. 





The A. & H. Club of New York held 
its annual outing at Roslyn; L. I, May 
16. Charles W. Francis, Service Re 
view, was chairman of arrangements. 











Pat Murphy, South Carolina commis 
sioner, J. H. Graves, Arkansas commissioner 
and Waldo Cheek, North Carolina com- 
missioner at N.A.I.C. meeting at Charleston, 
5.76. 





TRAINING 
SUPERVISOR 
AVAILABLE 


A man who has had life in- 
surance experience and eight 
years in writing and adminis- 
tering sales training courses, 
has an excellent record in 
training top salesmen. 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 
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had fled = ucational division since 1948 after com- Harold Porton, Mutual Life, will open The annual meeting and election will 
» In an aul R. A. Brown Still pleting work at the graduate school of the afternoon program with his report be held at the conclusion of the after- 
him. Judy business of University of Pennsylvania. as president of the organization and then noon session. 
belie and Leader After 40 ees turn the meeting over to William W. rE 5 
through tt Hold L.O.M.A. Graduates Comet Equitable Some who will act Nebraska Tax Bill Signed 
‘ 3 7 7 . as moderator for the forum. ee ; oN ; cad 
“ge a Years = Business Seminar at New York May 16 The panel will include: “Life Insur- , Ti" providing . po cin ge 
sf Robert A. Brown’s 40th anniversary _ The annual seminar of Society of ance Statistical Research,” Virginia Hol- premiums of foreign insurers collected 
; a representative of Pacific Mutual L.O.M.A. Graduates will be held May ran, Institute of Life Insurance; “Per- in Nebraska. 
on * Life was observed 16 at Park Sheraton Hotel, New York. sonnel, George Ferguson, Mutual Life; 7 
at a luncheon at “How the Life Insurance Industry Is ‘New Field Trends,” John Jarman, Fort Worth managers elected as offi- 
in Los Angeles ar- Adjusting to Current Conditions” is the Prudential; “Signficant Developments cers Joe Winter, Metropolitan Life, 
ranged by Arthur topic. Donald B..° Woodward, vice- in Planning,” John F. Trevor, Metro- president; Lucien Willoughby, Pruden- 
C. Krauel, general president of Mutual Life of New York, politan Life; “Practical Aspects of tial, vice-president; M. S. Bennett, gen- 
agent with whom will be the dinner speaker on “Inflation Forms and Procedure Planning,” Ed- eral agent Lincoln National, secretary- 
more t Mr. Brown is asso- and the Life Insurance Business.” ward F. Moran, Home Life. treasurer. 
with $35 bil ciated 
vival is | He started with | 
comin Pacific Mutual sell-| 
1 Panes ing A. H. but | 


soon combined life | 
with his A. & H.} 











jon oi sales. In 1915 he 
1 Companie was one of the half- 
, Robert A. Brown dozen field men to 
S, COvering ' qualify for the then 
w the fol. ¢ newly established Big Tree Leaders 
companies: | Club. He has renewed that member- | 
or decrease | ship annually throughout the intervening | 
ce paid for} 36 years—achieving “‘top-star qualifi- ° | 
lation com.| cation in most of those years. 1 
tal income | By 1922 he had become a million- 
ncrease, in- | dollar producer and two years later, as 


ial increase | president of the Big Tree Club, he un- 




















dertook to set the pace in a company- | ® e 
statement | wide sales drive—and in doing so wrote I 
r the year | 268 applications for $747,000 of life in- in irs ear 
The week. | surance in one month—without benefit e 
& Hand} of evening or Sunday sales. * 
companies Already a life member of ee vite 

i ‘| Dollar Round Table, he was elected its 5 
1 boa chairman in 1932 and that same year MAURICE KREISMAN Mr. Chas. E. Becker, President 
res the in | Was chosen president of Los Angeles The Franklin Life Insurance Company 
- | Life Underwriters Assn. Maintaining é aed 
al 7 remarkable consistency both in volume Maurice Kreisman Springfield, Illinois 
1, | and quality of production, Mr. Brown . . 

Pe celebrated his 25th anniversary by once became a member of our Dear President Becker 
$3.25; 50, | more ee alas a Montgomery, Alabama, I have just computed my earnings records for my 

ent of the Big Tree Club. + ats rs ‘ ‘ 
ie Four years - he established a co-| organization on January 1, first twelve months with the Franklin Life. And to 
York held | partnership with his son, R. A. Brown, 1950. His earnings for the say that I am delighted would be an understatement. 
. 1, May | Jt. Since then the two have worked | Sinn innit ; : 
vice Re | as a smooth-functioning team, sharing | y 7 I hope that it does not take other prospective 
ments, - pr oe equally. pti “$5,000 (less $1.59) his Franklinites as long to make up their minds and see 

the credit-split, they continue to tie 2 . i : 4 : 

for top-ranking honors as production best record in over eighteen the ight, as it did me. I signed my contract January 





leaders. years in a previous 1, 1950 after many discussions with our mutual 








| 
: : commention, friend Bill Chamberlin. 
Institute Realigns Staff | Here is his earning record: Although I was with one of our large companies 
as Education Projects Gere! 1949 . . . $12,269.93 for a period of eighteen and a half years, my first 
| 1950 $17,268.34 year earnings with the Franklin lacked only $1.59 


Institute of Life Insurance has named 
R. Wilfred Kelsey director of financial 
security education to devote his entire 
time to the nationwide program of fam- 
ily financial education in conjunction | 

! 


We are very proud of 
our fine associate 
Maurice Kreisman. 


of exceeding by $5,000 my largest total insurance 
earnings for any single year prior to my Franklin 
connection. 

An excellent agency contract, plus noncompetitive 
merchandise, plus 100% Home Office cooperation, 
have made this possible. 

Thanks a million to all of you, my friends, in the 
Home Office. 


commis 
issioner 
1a com 
rleston, 





Maurice Kreisman (signed) 





An agent cannot long travel at a faster gait than the company he represents. 





E. B. Burr 


R. W. Kelsey 


with representatives of secondary 
schools and colleges. Edward B. Burr 
takes over Mr. Kelsey’s duties as direc- 





in- abt the educational division with Miss 
elen M. Thal as assistant director. 

ght a change enables Mr. Kelsey se INSURANCE 
cee andle the Institute side of the family NY 
M18 work which has expanded so that it is ? COMPA 
Ses, requiring his full time. He has been in CHAS. £E. BECKER, PRESIDENT 3PRINGFIELD, ILLINOIS 

: charge of this activity from its incep- DISTINGUISHED SERVICE SINCE 188% 

1n tion and is secretary of the committee 


on family financial security education One of the 15 Oldest Stock Legal Reserve Life Combanies in Ameriza 
composed of a group of prominent edu- 
cators. Arranging the workshop for 
high school teachers at the University 
of Pennsylvania again this summer is 





A BILLION DOLLAR INSTITUTION 








nois part of his responsibility. Mr. Kelsey 
joined the Institute staff in 1939 as 
director of information. 

— Mr. Burr has been working in the ed- 
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The average American male wears a size 
84 shoe. Yet, you wouldn’t think of 
opening a shoe store with nothing but size 
814 shoes in stock. Naturally. You KNow 
you are fitting individuals, not an imaginary 
average. 


American United’s Agency Department 

has a sales policy geared for individuals and 
not for averages. A sales policy that starts 
with the thinking in the field . . . that 

fits sales ideas to a man’s personal 

abilities . . . that makes the most of the 
value found in understanding field problems. 


American United believes in “relaxed sales 
pressure,” a method of selling that combines 
an individual’s good points with sound 

sales tools—resulting in an advantage to 

the policyholder, the company, and the man 
on the firing line. 
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| 
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| 
| This is a lesson we’ve learned. 
| 
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| 
| 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 

















Vy e are proud to be 


numbered among those 
who are continuing 
to provide future 
financial security 
in the best traditions 
of the American way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 


ROBERT V. HATCHER 
President 


























“HONESTLY, IT’S THE BEST POLICY’”’ a 


CHESTER FISCHER SPEAKS 


Agents Should Help 





| 
| 


Preserve Democracy 


The challenging opportunity of life) 


insurance agents throughout the coun- | 
try to take an ac- | 
tive part in pre-| 
serving the princi-| 


ples and privileges 
of our democracy 
was stressed 
by Vice-president 
Chester O. Fischer 
of Massachusetts 
Mutual at a meet- 
ing of the Grand 
Rapids Life Un- 
derwriters Assn. 

“We must as- 
sume a more active 

C. O. Fischer interest and_ part 
in the affairs of 
government at every level,’ he said. 
“The hope of freedom lies in the intel- 
ligence and participation of the citizens 
of a nation. Men of ability and char- 
acter must be encouraged to assume 
public office so that we may have the 
benefits of intelligent and courageous 
leadership. We need the services of 
those who are deeply concerned in the 
welfare of their country rather than in 
personal or party gain; we need states- 
men — not politicians. 

“An essential part of such a program 
of full citizenship is that of exercising 
the right of franchise. A government 
of ‘public opinion,’ such as a democracy 
is intended to be, is effective only in- 
sofar as its citizenry participates. 
Twenty-two centuries ago Plato said, 
‘The penalty the people pay for not be- 
ing interested in politics is to be gov- 
erned by people who are worse than 
themselves.’ 


Only Small Number Vote 


“At the British election in February, 
1950, 84% of the potential electorate 
went to the polls and voted. Last Nov. 
7 we cast a record vote for a non- 
presidential election—42,300,000 ballots. 
However, that was only 60.5% of the 
estimated 70 million eligible voters in the 
country and 43.7% of the estimated 90 
million potential—those over 21 years of 
age. Fifty years ago 74% of American 
voters went to the polls. 

“We are rightfully disturbed and pour 
forth words of indignation at the revela- 
tions of the Kefauver and Fulbright in- 
vestigations. There is unanimous agree- 
ment that the standards of public morals 
must be raised. However, it goes back 
finally to the degree of responsibility as- 
sumed by the individual citizen and his 
willingness to meet the challenges and 
needs of the hour.” 

Mr. Fischer said that if the approxi- 
mately 200,000 men and women repre- 
senting the life insurance companies of 
the country went about the matter seri- 
ously and with determination, it would 
not be unreasonable to expect 60, 70, 
or even 80% of our citizens of voting 
age to go to the polls. This, he said, 
would be amazingly influential in im- 
proving government at all levels and in 
preserving those rights of freedom for 
which millions of Americans have 
fought on battle fields in many parts of 
the world. 


Praises Frazar B. Wilde 


WASHINGTON — Rep. Ribicoff, 
Connecticut, has inserted in the Con- 
gressional Record the annual message 
of Frazar B. Wilde, president Connecti- 
cut General Life, to policyholders. Mr. 
Ribicoff said he was “impressed by Mr. 
Wilde’s grasp of the problems facing 
our nation and his common-sense anal- 
ysis of these problems... .” 











American Air Filter Co. has placed 
$700,000 of 11-year notes with Mutual 
Life and $300,000 of one to five-year 
notes with Louisville Trust Co. Pro- 
ceeds of the financing will be added to 





American Air Filter’s working capital. 






MUTUAL TRUST 
Sate 


~ 














.... is getting results 






Mutual Trust Life fieldmen 
are increasing juvenile sales 
with: 







A special ‘‘Reply-O- 
Letter." 


@ An attractive ‘Take 
Him Into Partnership 
Now!" combination 


folder and visual 
sales aid. 


@ Suggested sales pres- 

entation. 

@ A Retirement Income 
Endowment at 65 
policy with liberal 


cash values and divi- 
dends. 


MUTUAL TRUST 










LIFE INSURANCE CO. 


HOME OFFICE - CKICAGO 


Nothing Better in Life Insurance 


Agency inquiries should be addressed 
to the agency secretary ee 
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— ' s ay full commission on conversions.” ; quir ; 

Manhattan Life Pleased with Plan of 7 This sroonkan is not an re eitahen os Re F ements marianne 
2 panies. Some pay the agent a commis- an Antonio Trust Council hear 
Letting Agent Handle Own Group Case sion if the converting group insured can Rupert N. Gresham, attorney, explain 
’ pass a medical. This practice has been requirements on reporting gifts. He 
Although temporarily stymied by the ing these employes within 31 days after criticized since the converter, if he finds stated that when a gift is not in ex- 
vagueness of the effect of the wage termination. If that is done, the com- he can’t pass the physical, inevitably cess of $3,000 no report is required. 
stabilization pro- pany pays regular first year renewal uses his conversion rights. So the com- This amount, he stated, may ‘be given 








gram on group commissions on the conversion. ; pany gets a bad risk and must pay a each year. 
sales, Manhattan Mr. Feay says the company, which medical fee as well. Mr. Gresham cited the case of a gift 
Life’s young group has not yet had any group termina- Manhattan Life’s charter has always by a wealthy woman who wished to 


tions, intends to make a special drive allowed it to write group but it was in endow an orphanage. She found that 
for conversions. He explains that when its centennial year that it decided to use the legal requirements, if the amount 
group terminates the bad risks always this right. The company will be writing was given as one sum, called for a tax 
want to convert. “But,” he says, “we group casualty coverages as well as payment. She then gave to each of 240 
want the good risks too. So, we will group life. orphans $3,000, gift tax-free. 


department is very 
pleased with the 
experience accumu- 
lating under its 
emphasis on baby- 
size cases serviced 
by the writing 
agent. J 

Eight cases for 
$1,569,000 on ap- 
proximately 600 
lives have been Herbert Feay 
written in the few 
months Manhattan has been in the group 
business. The cases originated in Cali- 
fornia, Illinois, Michigan, New Jersey 
and New York. 

Actuary Herbert L. Feay, who with 
John Murray, administers the group 
program, Says he is convinced that 
group insurance is not so complex that 
it cannot be sold and serviced, with 
home office assistance given where 
needed, by the average agent. He con- 
cedes that big companies have seen fit 
to establish themselves in the field with 
salaried staffs throughout the country. 
But he believes that, aside from the cost 
of developing such a setup, Manhattan 
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The successful life insurance agent is skilled in visual- 


Life's goal in the group field can be | B izing problems and their solution. He knows how to 
reached successfully under its present 
plans. “sell the sizzle’ with words. Often he uses visual 


Ste WH 225% Goons presentation and sometimes draws diagrams during 


The company is specializing in cases 
involving 25 to 100 lives. As part of 
its small case approach, rates reflect the 
average probability of life expectancy of 
a large group. Rates are developed by 
determining: “Will there be a deficit 
from the total in-force viewpoint?” 

Manhattan intends to write benefits 
according to the needs of individual 
cases. For example, the company may 
write larger amounts than are usual 
with small groups. 

A manual and a brochure of sugges- 
tions for installing and servicing groups 
was distributed to general agents several 
months ago. Some of these agency 
heads, many of whom have been writing 
pension trust business in the company 
for some time, as well as group in other 
companies, are undertaking to train their 
own producers and to cultivate broker- 
age clients. 

The person servicing the case, usually 
but not necessarily the writing agent, 
receives a fee for his work. * This fee 
is not considered a part of his com- 
mission, 

As part of this service work, the com- 
pany requires the agent to interview 
terminating employes and to report on 
the results. 

The company will pay commissions 
on converted policies if a definite plan 
is established by the agent for contact- 


his interviews. 
To help him'in his daily task of making vivid 
the story of life insurance, the Massachusetts Mutual 





furnishes a wide selection of colorful, interesting ad- 
vertising folders — designed to help illustrate and 
interpret the service of life insurance. 


For example, the folders pictured here help the 
salesman talk about: — 


Mortgage liquidation 
Group Insurance 
Retirement Income 


Disability Income and Waiver 


Oo@0e0 








als From full-time representatives of 
7U® other life companies we invite 
surplus and special business not accept- 


able to their companies. 


_Jasachusells /Matuah 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
ORGANIZED 1851 








E. S. Cogswell, first deputy of the Massa- 
chusetts department, and J. H. Graves, 
Arkansas commissioner, at N.A.I.C. Zone 
2 meeting. 
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EDITORIAL 


COMMENT 





More Than Money for Happy Retirement 


Mutual Benefit Life merits great 
praise for its new book, “Begin Now to 


” 


which puts a spot- 
long term 


Enjoy Tomorrow, 
light on the 
preparation for retirement. 

Although it long has been conceded 
that financial preparation for retire- 
ment, in which life companies specialize, 
is the cornerstone to happiness in later 
years, it is a comparatively recent de- 
velopment for general recognition to be 
given the idea that more needed, 
after 65, than the money life in- 
surance, social security pensions 
provide. 

There must be something to fill the 
hours that formerly were so fully occu- 
pied by one’s occupation and in rearing 
a family. 

Usually there is no pension at 65 un- 
less buying it has begun much sooner, 
and similarly there is no transfer to a 
continued there has 
been earlier preparation for it. 

Today, a man retiring at 65 may, 
the average, expect to live 14 more 
years, about one-third long 
normal work span. 

What a man is going to do on that 
Monday morning which inevitably ar- 
rives when he cannot go to work even 
if he wants to isn’t a question that can 
be answered the weekend before. 

Mutual Benefit Life’s book may help 


necessity of 


is 
that 
and 


useful life unless 


on 
his 


as as 


many to avoid the resulting retirement 
shock. In a sense, this educational ef- 
fort is a companion to the campaign 


being waged by the life insurance busi- 


Voluntary Restraints 


The procedures that have been set up 
for helping the life insurance business 
carry out the program of voluntary 
credit restraints initiated under federal 
reserve ayspices by the life companies, 
banks, and investment bankers are due 
for plenty of strain but it should be 
possible to carry them through. 

Of the three classes of institutional 
lenders, the life companies have greatest 
reasons for wanting to make this volun- 
tary anti-inflation program effective. Yet 
they are also in business to invest 
money so as to bring a return that 
will at least assure them of being able 
to meet their interest assumptions. The 
constant and ever-increasing flow of 
cash from premiums places an _ espe- 
cially heavy pressure on the life in- 
surers. 

The biggest misgiving about the pro- 
gram is that one lender may conscien- 


against the inflation that melts 
the amount of goods and _ serv- 


Planning for 


ness 
away 
ices that pensions provide. 
retirement will help avoid the disillu- 
sionment that comes from __ inflated 
ideas people have about the pleasure to 
be derived at from merely doing 
nothing. If old soldiers merely fade 
away when they have nothing more to 
do, so do other retired individuals. The 
problem is to make the fadeout a con- 
tented one. 

Helping to prepare policyholders for 
retirement is one more indication of the 
willingness of a life company to do 
more for its policyholders than its con- 
tracts require. It shows that a com- 
pany is willing to help a man to realize 
the hopes perhaps instilled in his mind 
by an agent in motivating him to buy 
his insurance. 

Mutual Benefit Life has 
example for others in this 
which depends on human emotion, thrift 
Companies are the trus- 
of dollars of policy- 
money. But those assets mean 
money to the people who 
own them. They make the business the 
trustee of the and desires for 
what millions honestly feel will be the 
only happy hours of their lives. In 
adding its voice to the growing stream 
of material on this subject and pro- 
viding one more prod to make people 
think of their retired future, Mutual 
Benefit Life has made a worthy con- 
tribution to policyholders and the public. 


65 


set a fine 
business 


and _ sacrifice. 
tees of billions 
holders’ 


more than 


hopes 


on Lending 


tiously turn a loan down as inflationary, 
only to have another lender accept it as 
non-inflationary. This has already hap- 
pened. If it can’t be stopped there will 
be little sense or justice in asking a 
life company, bank, or investment 
banker to hold off when it is obvious 
that somebody is going to get the loan 
regardless of restrictions. 

The machinery to permit lenders who 
are in doubt to find out whether a loan 
is considered inflationary would be ad- 
visory only. Nevertheless, this can be 
a powerful force if all the lenders are 


determined to abide by the advisory 
opinions. 
There shouldn’t be much _ trouble 


about the big majority of loans that are 
either obviously inflationary or obvi- 
ously non-inflationary. But in between 
are the loans that will cause the pencil- 
chewing, the conscience-wrestling, and 


the requests to the committees for ad- 
visory opinions, — 

These opinions, while only advisory, 
must be taken seriously unless the pro- 
gram is to be dangerously weakened. 
This makes it imperative that so far as 
is humanly possible the committee’s de- 
cisions be right. For if the committees 
representing life insurance, banking and 
banking follow the same 
standards and coordinate their activi- 
ties as they should, it will mean that 
a borrower who is turned down faces 
a united front of refusal. 

Not only must the committee’s deci- 
sions be right but they must be right 
the first time. If Company A turns 
down a loan after being told by the 
committee that the loan is considered 
inflationary, the committee can hardly 
decide, after Company B has presented 
a more eloquent plea and more abun- 
dant statistics, that the loan wasn’t 
really inflationary after all. Such a re- 
versal would obviously make Company 
A very reluctant to ask for any more 
advisory opinions. 

Banks have voluntary restraint com- 
mittees working, too. However, there 
is no cross-check between the bankers 
and the life companies, except on the 
national committee and that reviews 
only general situations, not actual cases, 
such as are put up to the regional com- 
mittees. 

It true that the federal reserve 
bank in each district has a representa- 


investment 


is 


tive on the regional committee of each 
of the three classes of institutional lend. 
ers but there is no requirement that the 
same representative sit on all three 
committees. 

Consequently, there is no _ positive 
cross-check among the regional com. 
mittees representing the three classes of 
lenders. In order to keep the over-al] 
working of the plan as equitable as pos. 
sible, it seems essential that before giy. 
ing the green light to a loan that it has 
been asked for an opinion on, each com- 
mittee should inquire whether the loan 
was previously turned down by another 
committee representing one of the other 
two groups of lenders. 

If this is not done, there would seem 
to be grave danger that various would- 
be lenders will come to feel that there 
is scant use in their turning down a 
desirable loan that seems inflationary jf 
it is going to be accepted by some other 
class of lender supposed to be operat- 
ing under the same anti-inflationary 
standards. 

These cases may constitute only a 
small fraction of the total loans sub- 
mitted but their possibilities for dam- 
aging the anti-inflationary program of 
credit restraints are out of all propor- 
tion to their numbers and should be 
zealously guarded against. The weak 
point in any program that is valuable 
and unselfish in purpose is that some- 
body else is getting away with what 
you are denying yourself. 








PERSONAL SIDE OF THE BUSINESS 





Stanley F. Withe, manager of the ad- 
vertising and publicity department of the 
Aetna Life companies, has been named 
treasurer of the newly-organized New 
England chapter of the Public Relations 
Society of America. He was also elected 
a director of the chapter. 

Walter F. Martineau, executive vice- 
president of Companion Life and former 
New York deputy superintendent, is in 
the hospital, where he underwent an 
appendectomy. 

John G. Blane, Pan-American Life, 
Guatemala City, saw one of his most 
cherished dreams come to fruition with 
the opening services held at the Blane 
chapel, a Protestant church for all de- 
nominations. Mr. Blane, long time resi- 
dent of Guatemala, was the chief pro- 
moter and largest contributor to the 
construction of the new church. 

.J. Howard Oden, president North 
American Reassurance, is making a good 
recovery from an operation at Harkness 
Pavillion, Fort Washington Ave., New 
York. He will be there about two more 
weeks. 


Edwin E. Besser, Jr., general agent 
at Chicago for Lincoln National Life, 
was able to get to his office this week 
for the first time in three months. He 
has been in Alexian Brothers hospital 
recovering from two severe operations. 
During that period he required nine 


blood transfusions and extensive skin 
graft. He is now making a good re- 
covery and expects to go to his place 
at White Lake, Mich., for a couple of 
months before getting back on the job 
full time. 

At its annual meeting, New York 
State Chamber of Commerce elected 
Frederic W. Ecker, Metropolitan Life, 
treasurer. David B. Fluegelman, North- 
western Mutual, was named to the com- 
mittee on insurance. Leroy A. Lincoln, 
president of Metropolitan, was named 
chairman of the nominating committee 
for 1954. 

Robert L. Burns, president of Farm- 
ers & Bankers Life, addressed Kansas 
Savings & Loan League at its annual 
conference at Topeka on “Life Com- 
panies and Savings Associations.” 

New England Mutual Life representa- 
tives Gordon C. Henley, general agent 
at Worcester, Mass.; Walter J. Lennox, 
San Francisco, and Daryl E. White, 
Seattle, this month are marking 25 years 
of service with the company. 

Leroy A. Lincoln, chairman of Metro- 
politan Life, has been elected a director 
of Otis Elevator Co. 

James F. MacGrath, Jr., United States 
Life, is chairman of ‘the committee ar- 
ranging the annual golf party of the 
New York City Life Managers Assn. 
at Larchmont May 22. 
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Six-Story Addition to Aetna Building 











Proposed six-story addition to Aetna Life’s home office building in Hartford is shown 


(black outline) in this architect’s sketch. The new wing, extending south from the 


present building, will front on Sigourney street. 


Aetna Life is planning to build a $3.5 
million addition to its home office. 
President Morgan B. Brainard said it 
would be six to eight months before 
detailed construction drawings can be 
prepared and the project turned over 
to a contractor. The new wing will be 


built as soon thereafter as governmental 
building controls permit. 

The new wing will be six stories high 
and will add about 132,000 square feet 
to the 698,000 square feet in the present 
building. It will house about 750 addi- 
tional employes. 








San Diego Cashiers Elect 

The San Diego cashiers elected as 
president Mrs. Doris Day of Acacia 
Mutual. Other officers are Mrs. Avis 


Hill, National Life of Vermont, vice- 
president; Mrs. Mildred Hensley, Lin- 
coln National, secretary; Mrs. Zelda 
Coulter, Retail Credit, treasurer. 
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DEATHS 


BERNARD T. KAMINS, 48, agency 
supervisor of Washington National, died 
Tuesday. He suf- 
fered a stroke the 
day before and died 
in the hospital with- 
out having regained 
conscioueness. Mr. 
Kamins had been in 
life insurance work 
since 1922. He was 
a salesman and 
later a department 
manager for Peoria 
Life. When it was 
taken over by Alli- 
ance Life he joined 
that company, be- 
coming agency di- 
rector in 1936 and vice-president in 1945. 

When Alliance was purchased by Re- 
public National of Dallas in 1949, he 
went with that company, remaining tem- 
porarily at Chicago in charge of its af- 
fairs there, but joined Washington Na- 
tional later that year. 

COURTENAY BARBER, 73, general 
agent for Equitable Society at Chicago 
since 1901, died at South Shore hospital. 
Mr. Barber’s career spans more life insur- 
ance generations than almost any other 
living man. He entered the business 
with Equitable Society at the age of 
15 in 1892 at Chicago. He was inter- 
ested from the start in being a sales- 
man, but he was not permitted to sign 
a contract until he was 21, so he spent 
his first six years with Equitable Society 
as a clerk in the cashier’s office. When 
he came of age in 1898, Mr. Barber 
became an agent and was immediately 
successful. He was named general 
agentin 1901. 

Mr. Barber lived through many color- 
ful and trying periods of life insurance 
history. While he was general agent 
during the Armstrong investigation, he 
lost every member of his sizable agency 
staff and was forced to go into the field 
full time himself to keep his office run- 
ning. That year and several other years 
he wrote more than $1 million of busi- 
ness personally. Mr. Barber was one of 
the pioneer proponents of the use of 
optional modes of settlement. He ham- 
mered home his ideas in this direction 
year after year and was ultimately re- 
sponsible for the use and adoption of 
options by his home office. He was one 
of the original members of the Old 
Guard of Equitable Society when that 
was founded in 1911 and had been presi- 
dent of that group several times. He 
is a past president of the company gen- 
eral agents ’association and had a record 
of never missing their meetings. His 
son, Courtenay Barber, Jr., has been in 
the life insurance business for 25 years 
and has been an agent with his father 
for some time. 


WM. L. ANDERSON, 61, district 
manager at Winston-Salem, died sud- 
denly at the home of his son in Char- 
lotte, where he had stopped on return 
from a trip to Asheville. Mr. Anderson 
had joined Durham Life in 1929 and 
had been district manager at Greens- 
boro and Raleigh before moving to 
Winston-Salem in 1938. He was a navy 
veteran of the first world war. 

JOSEPH C. WALTER, who had oper- 
ated a local agency at Oshkosh, Wis., 
since 1925 and who before that had been 
a life insurance general agent and field 
manager, died at Mercy hospital, Osh- 
kosh, at the age of 70. In 1918 he became 
general agent of Wisconsin National Life 
and later field manager for Penn Mutual. 

MRS. MAXINE WIDMAN, application 
policy clerk in the office of Sun Life of 
Canada at St. Louis, died after a fall 
from a horse. 








B. T. Kamins'° 








Merrill Garcelon, Northwestern Mu- 
tual, has been elected president of the 
Memphis Harvard Club. 





Walter H. Meier, advanced under- 
writer in the secretarial department of 
Northwestern Mutual, discussed “Busi- 
ness Insurance Idea Sales” at the April 
luncheon meeting of the Milwaukee 
C.L.U. chapter. 
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Mr. Simpson Passed 
the Cigars 


It was a great day that Mr. 
Simpson walked into the big 
boss’s office and passed the cigars. 
He had a double reason for see- 
ing the boss, — to announce twin 
boys at the Simpson household 
and to say “Thanks again” for 
the company Group insurance 
plan that paid so much of ma- 


ternity expenses. 


Simpson could afford to pass 
the cigars. Mrs. Simpson wasn’t 
She and the 
They 


worried about bills. 
boys were doing fine. 
wanted the boss to know. 


Simpson is a better, more loyal 
employee today because his com- 
pany Group insurance plan in- 
cluded surgical, and 
medical expense benefits for his 


hospital, 


dependents. 


The costs of the haz- 
ards covered by Group 
insurance cannot be 
avoided. It is just a ques- 
tion of Who pays—When 
—and How Much. 


If you are a general broker or 
represent a company which does 
not write Group, we suggest that 
you call Home Life in your city 
on your next Group contact. 


Give us a chance to tell you 
about Home Life Group Insur- 
ance plans. 


Home LIFE 
Insurance Company 
.256 Broadway 
New York 8, N. Y. 
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Zone 2ers See Charleston 
By Boat and By Bus 


A boat ride around Charleston Har- 
bor one day and a sight-seeing bus trip 
the next highlighted the convention of 
Zone 2 of N.A.I.C. at Charleston, S. C. 
The South Carolina companies were 
hosts. George Bowles, the Virginia 
commissioner, was reelected chairman 


of the zone. There were some incon- 
clusive discussions of fire and casualty 
rating matters. 

Mayor Morrison of Charleston gave 
an address of welcome at a luncheon. 
Bernard Olasov of Charleston, vice- 
president of South Carolina Assn. of 
Insurance Agents, who presided at the 
luncheon, presented a plaque to Com- 
missioner D. D. Murphy of South Caro- 
lina. 
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LIFE AGENCY CHANGES 





Saint Manager of Boston 
Agency of Home Life 


Paul F. Saint has been named man- 
ager of the Boston agency of Home Life 
of New York for- 
merly headed by 
Claude L. Booher. 
Mr. Booher will 
concentrate on per- 
sonal production in 
the Boston area, 

Mr. Saint, who 
has been in the 
home office as an 
agency field assist- 
ant, returns to the 
city where he re- 


ceived his early 

field and manage- 

ment training. He Paul F. Saint 
started in 1945 as 

an agent in Home Life’s Boston- 


Murphy agency and was appointed as- 
sistant manager in 1947. He is a grad- 
uate of Holy Cross. 





Pan-American Names Locke 
General Agent at Atlanta 


Pan-American Life has appointed W. 
Patrick Locke general agent at Atlanta. 
He entered life in- 
surance in 1940 but 
entered the navy in 
1942. On his re- 
turn in 1946 he re- 
joined Penn Mu- 
tual at Atlanta. He 
led the agency that 
year and was a 
charter member of 
the Half Million 
Dollar Club. 

Recently he has 
been district man- 
ager at Atlanta of 
the State Farm 
companies. He is 
a graduate of Alabama Polytechnic In- 
stitute and has been active in association 
affairs. 


Son Succeeds D’Emilio 


A. Edward D’Emilio has succeeded 
his father, A. E. D’Emilio, as general 
agent of Ohio State Life at Pittsburgh. 
He is 31, the same age at which his 
father assumed that position 25 years 
ago. A. E. D’Emilio will continue with 
the agency, looking after his personal 
production. 





w. 


Patrick Locke 


Manufacturers Life has appointed 
Joseph F. Koribanick agency assistant 
at Newark under Manager J. Stanley 
Dey. He started with Acacia Mutual 
at Newark in 1949. 


yy g WHAT, MR. AGENT, is your stand on furnish- 
ing quality contracts for your clients? Want 
them? We invite your comparison. 


SECURITY MUTUAL LIFE INSURANCE CO., BINGHAMTON, NEW YORK 
HL) Established 1886 [| 








a, 


Bacon Joins Crown Life as 
San Antonio General Agen 


William D. Bacon has become general 
agent of Crown Life of Toronto at San 
Antonio. He entered life insurance in 
1926 with John Hancock at Philadel 
phia. Later he was with Aetna Life 
for seven years in various cities and a 
the home office. 

In 1939 he was made agency secretary 
of Volunteer State Life and in 1941 went 
to Occidental Life of California to take 
charge of advertising and sales promo. 
tion. Upon his return from navy sery. 


ice, he was made assistant director of} 
tre Covering | 
the United States and Canada, but e 
turned to field work in 1948 as general} 


field training for Occidental, 


agent for Occidental at San Antonio 
His agency, starting from scratch, has 
produced more than $7 million of fife 
business in less than three years. 

He has served as president of San 
Antonio A. & H. Assn. and he is now 


state vice-president of Texas A. & H} 
He is also vice-president of San | 


Assn. 
Antonio Life Managers Club. His agency 
recently won his company’s top award 
for persistency of quality business, 





Opens New Group Offices 


Pacific Mutual Life has set up new 
regional group offi- 
ces at Atlanta and 
Philadelphia. The 
Atlanta office will 
be in charge of 
Kenneth S. Mac- 
Kenzie, who _ has 
been manager of 
the Detroit group 
office, with B. 
Finley as assistant 
manager. 

The Philadelphia 
group staff will be 
headed by James 
B. O’Toole, who 
for the past year 
has managed the Newark group office. 
William B. Keller, formerly assistant 
manager, is promoted to manager at 
Newark. : 





K. S. MacKenzie 





Beer to McAllen, Tex., Post 


American Mutual Life of Iowa has 
appointed Joseph F. Beer general agent 
at McAllen, Tex. Mr. Beer has been 
with Metropolitan Life at Ottumwa, 
Ia., for 16 years, recently serving as as- 
sistant superintendent. 





Fill Guaranty Union Posts 


Guaranty Union Life of Beverly Hills 
has named Francis W. Cook as super- 
visor of agencies at Sacramento for 
eight states. He has been with West 
Coast ‘Life as manager at Sacramento 
for nine years. Clark B. Stroud, who 
has been district manager of West 
Coast Life at Sacramento, becomes get- 
eral agent for Guaranty Union. Dalton 
Newfield has been promoted to gen- 
eral agent at Sacramento. He is at 
present on leave as an army major. 
William Z. Thompson is now general 
agent at Yuba City, assisted by Curtis 
E. Smith. 





Elverum to Watertown. S. D. 


Phoenix Mutual Life has appointed 
Conrad A. Elverum supervisor-in-charge 
D. 








at Watertown, S. Mr. Elverum 
Negotiate Insured Pension 
An insured deposit administration 


pension plan in Pacific Mutual Life has 
been negotiated between 43 employers 
in the milk industry of St. Louis and 
2,500 employes. Pacific Mutual recent- 
ly placed a comprehensive group plan 
for the same people. 


Leslie Salt Co. has issued a $250,000 
10-year mortgage note to Mutual Life. 
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started with the company’s Chicago 
LaSalle agency in 1940. After army 
service he rejoined the company at Min- 
neapolis and then went to the home 
office for training as a supervisor before 
returning to the LaSalle agency last 


year. 


Ohio Agencies Combined 


Ohio National 
Life has combined 
its Dayton and 
Greenfield, O., 
agencies under the 
management of 
Larry Boord. 
George E. Sack- 
steder, former gen- 
eral agent at Day- 
ton, will continue 
to represent Ohio 
National and _ will 
be associated with 
the Boord agency 
as special rep- 
resentative, 


Liberty Names R. H. Seigler 


Ralph H. Seigler has been appointed 
manager of Liberty Life’s ordinary 
branch in Durham, N. C., succeeding 
Robert S. Hicks. 

Mr. Seigler served during the past 
year aS agency assistant at the home 
ofice. Before joining Liberty Life, he 
was an agent in Anderson, S. C. i 








Larry Boord 





air corps veteran. 





Peden Named at Memphis 


ae 


Thomas G. Peden 
has been appointed 
general agent of 
Kansas City Life 
at Memphis, cover- 
ing a 21-county 
area of western 
Tennessee. 

A graduate of 
University of South 
Carolina, Mr. Pe- 
den studied law at 
University of Mis- 
sissippi. He has 
been in life insur- 
ance work, as agent 
and general agent, , 
since returning from navy service. 





Thomas G. Peden 





John R. Aman has been appointed 
district manager for Guardian Life at 
Raleigh, N. C. 


Truman H. Day has been appointed | 


salary savings supervisor of Postal L. & 
C. He will make headquarters at Great 
Bend, Kan., and operate principally in 
that state. 





Peter Cianci has been appointed su- 
pervisor of field service of Monarch Life 
of Canada, succeeding Ralph McCon- 
nachie, who becomes district manager 
at London, Ont. 





The industrial department of Com- 
monwealth Life has promoted George 
Phelps to field training manager and 
appointed Vern Springer to succeed 
Mr. Phelps as assistant manager at In- 
dianapolis. Mr. Phelps has been with 
the company at Indianapolis since 1947. 
Mr. Springer went with the company 
there in 1949. 








Introduce SBLI Bill in Pa. 


HARRISBURG—A bill to legalize 
Savings bank life insurance in Penn- 
sylvania has been introduced in the 
senate. The proposal would authorize 
banks to write life policies up to $5,000, 
but would require segregation of such 
msurance activity from banking func- 
tions. Business would be_ reinsured 
with a company to be set up for that 
Purpose. 

_ The bill stipulates that banks engaging 
m insurance under the law shall not 
employ agents to solicit insurance nor 
persons to make house to house collec- 
tion of premiums. 

S.B.L.I. bills have been coming up in 


the state for many years. Some banks 
are aggressively seeking permission to 
write it. There is never anything cer- 
tain about how a bill will fare when the 
legislature gets around to voting on it 
but there apparently is no unusual cir- 
cumstance this year to better the 
S.B.L.I. bill’s chances of becoming law. 


Mich. Bills Advance 


The Michigan house has approved the 
department-sponsored uniform A. & H. 
measure, approval of which is sought 
nation-wide, and another measure pro- 





posing a number of amendments in the 
insurance code. 

The senate passed bills which pro- 
vide for certification of catastrophe 
deaths, such as those of airplane wrecks 
in which identifiable bodies cannot be 
recovered, and of the probating of es- 
tates in such cases through facilities of 
the probate courts. 





Brightens Up Its Story 
“Progress Map for 1950,” a unique 

report to policyholders, has been issued 

by John Hancock. The report is built 





map of the United 
States, 34 inches by 22 inches, picturing 
some of the varied industries in which 
the company has invested. 

Tables and graphs showing the geo- 
graphical distribution of insurance in 
force, the application of 1950 income, 
the company’s financial condition and 
“highlights” are among other features 
of the report. 


around a full-color 





Allen Creitz, regional group super- 
visor at Chicago for Occidental Life 
of California, is vacationing with his wife 
at New Orleans. 


He is | 
a graduate of the Purdue course and an]: | 
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"Finder's Keepers’ is our motto and will be from 


now on. Since we found that wonderful way of life — 


“Then came that day of days! Vince was attracted 
~ by @ Minnesota Mutual ad and when it was followed 
experienced by all Minnesota Mutualites we'll never’ by-a'demonstration of the Company's Organized 
look for any other. We know now what it is to really Sales Plan he knew we had found our ‘pot of gold’. 


What a treasure it has proved to be! 





enjoy living! 


"We are both completely sold on the Minnesota 
Mutual and all the wonderful additions it has made 


to our living. Vince's enthusiasm for the Success 


"For a long time, Vince and | had been looking for 
something, which to us, would mean success and 


security. After three years in the Navy, Vince took 


advantage of his photographic experience and got Bond Plan and his driving ambition to succeed 


a job as a news syndicate photographer in Newark, guarantee his ability to sell. Moreover, he knows 


New Jersey, but it was soon apparent to us that we that his work is bringing untold happiness to so many 


had taken a ‘dead end street’. people. A thousand cheers for the grand Minnesota 


Mutual! 
"Thinking a change of scene might provide greener 


pastures, we journeyed to Houston and soon Vince : ; 
Vincent Triolo and the Minnesota Mutual joined forces in October, 


1948. In Vince's first full year of production his paid business totaled 
$397,191 and in 1950 Vince's paid business was $719,966. His ex- 
ceptional selling ability is a result of using the Organized Sales Pian 
with the amazing Success-O-Graph,* the plan used exclusively by 
many ,Minnesota Mutualites. 


was established as a salesman for a wholesale drug 
firm. He has an inborn knack for selling but some- 
how, he just couldn't seem to find complete satisfac- 
tion in this job either. 


*reg. U. S. trademark 








THE MINNESOTA MUTUAL LIFE INSURANCE } 
Organized 1880 Saint Paul 1, Minnesota 
e ' t to k how Vince C. Triolo does it. | ma 
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"The Provident States" are 


PREPARING FOR 
NATIONAL DEFENSE — 


With her abundance of copper, wheat, and cattle, wouldn’t 
Joe Stalin like to have MONTANA in his mobilization plans? 
Montana has always delivered her full share in the defense 


of the United States; she’s doing it again now. 


Our representatives in Montana tell us the people there have 
a passion for freedom. Thousands of them have provided for 
their economic freedom by buying “Provident Protection,” 
and more are doing it every day. That is in the robust, 


American tradition; and what state is more robust than 


Montana? 


The PROVIDENT 


LIFE INSURANCE COMPANY 


Bismarck, North Dakota 


AMONG COMPANY MEN 


—— 





Conn. Mutual Advances Two 
Medical Department Men 


Connecticut Mutual Life has _ pro- 
moted Dr. Theodore M. Ebers to med- 
ical director and Dr. H. Franklyn Lara- 
more to associate medical director. Dr. 





Dr. H. F. Laramore 


Henry B. Rollins, vice-president and 
medical director, heads the medical de- 
partment. . 

Dr. Ebers became associated with 
the department in 1946 as assistant 
medical director, advancing to associate 
medical director in 1948. He is gradu- 
ate of University of Nebraska college 
of medicine and was assistant medical 
director of Pacific Mutual before navy 
service in the last war. 

Dr. Laramore has been assistant med- 
ical director since 1943. A graduate of 
the University of Texas medical school, 
he practiced medicine at Dallas before 
joining Connecticut Mutual, and also 
was with veterans’ administration. 


Dr. T. M. Ebers 











JOSEPH DICKMAN, Vice President 
Life e Health e 


"The Provident States" 


North Dakota — South Dakota — Minnesota — Washington — Oregon — Montana 


Accident e@ Hospitalization 

















A FINANCIAL GENIE 


Life insurance combines three outstanding 
features for protection of family, indivi- 
dual, or business, and is a definite weapon 
against inflation. 


I+ forces the individual to save. A 
premium has to be paid for the 
insurance to remain in force. 


Ist. 


It is completely safe and will be 
there when needed. Rigid state 
laws guarantee this. 


2nd. 


It can be automatic in payment 
without management or financial 
wizardry on the part of the indi- 
dividual. 


3rd. 


Life insurance is the financial genie of the 
age. Are you interested in the profession 
of the Life Underwriter? If so, you will find 
it pays to be friendly with 















PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Lektort, 
| | | Frankfort 


Indiana 


R. E. Bagot to Home Office 
Post for John Hancock 


Robert E. Bagot has been appointed 
superintendent of agencies in the dis- 
trict agency department of John Han- 
cock, effective June 1. He succeeds 
George B. Thompson, Jr., recently pro- 
moted to director of agencies. 

Mr. Bagot joined the company in 
1934 as an agent in the St. Louis south 
district, later becoming assistant man- 
ager in St. Louis south, field supervisor 
at Chicago and manager of the west 
central region before being appointed 
manager of the southwestern region in 
1945. He is a graduate of the L.I.A.M.A. 
school. 





Savage V.-P., Gen'l Counsel 


Wallace H. Savage, member of the 
insurance law firm of Lane & Savage, 
has been elected vice-president and 
general counsel of Reserve Life of Dal- 
las. He is a former mayor of Dallas, 
a graduate of University of Virginia and 
received his law degree from Harvard 
law school. He served in the navy dur- 
ing the war. 





New Postal Life Trustees 


Postal Life has elected four new trus- 
tees: James J. Beha, member of the 
New York insurance law firm of Gasser 
& Hayes, a son of the late James A. 
Beha, former New York superintendent; 
Edward J. Degan, president and chair- 
man of Stuart-Dean Co.; Milton B. 
Ignatius, nationally known New York 
insurance attorney, and Basil O’Connor, 
president of National Foundation for 
Infantile Paralysis and former president 
of American Red Cross. 





Barkley Heads Union Nat'l 


William Barkley has been elected 
president of Union National Life of 
Lincoln, Neb., to succeed the late Bert 
Rodgers. Verne Hedge, Lincoln ab- 
stractor, was interim president. 

Mr. Barkley went to Union National 
from the state banking department in 
1933. He served successively as assist- 
ant secretary, secretary, vice-president, 
vice-president and actuary and_ vice- 


handling investments, 
Cannell, who has been agency 
secretary, was named vice-president and 
George Milne of Omaha was named 
a director. 


president 
R. 





Commonwealth Ups Baker: 
Dysart Directs Publicity 


Commonwealth Life has named Harry 
H. Baker agency secretary in the jp. 
dustrial department. Mr. Baker joined 
Commonwealth as manager of the ad. 
vertising section in 1948 and he was 
made administrative director of public 
relations in 1950. 

Richard E. Dysart will fill in for 
Mr. Baker in the public relations de. 
partment as director of publicity. He 
has been in the advertising department 


gente! | 


Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
§ pany in the U. S.) } 
§ V Special Policies 


§ (two of them, both 
¢ sellers.) 
) 


§ V Established Territories in 
§ the South 


§ Brand New Territories in 
§ Texas and Oklahoma 


} V A Sound Company 
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sure-fire best 


? National Equity Life has operated in 
2 the South for 28 years, and is now 
Q expanding into Texas and Oklahoma. ) 


5 This may mean unusual opportunities ? 
§ for you. 


5 Write today for full information.  { 


2 NATIONAL EQUITY 
$ LIFE INS. CO. 3 


5 Little Rock, Arkansas § 
) C. E. LOWRY, President 
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60TH ANNIVERSARY YEAR 
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of General Electric Co. at Schenectady 
since his graduation from the Univer- 
sity of Louisville in 1946. He will 
handle general publicity and trade jour- 
nal advertising and will edit ‘“Common- 
wealth Comments.” 


Webb V.-P. and Secretary 


L. N. Webb, a_ vice-president of 
Provident Life & Accident, who has 
been with the company 41 years, serv- 
ing in nearly every department, has 
also been elected secretary. He will 
retain the title of vice-president. 


Midland Agency Officers 

Midland National of Watertown, S. 
D., has appointed K. W. Stockton vice- 
president and superintendent of agen- 
cies and A. S. Peterson assistant super- 
intendent of agencies. Mr. Stockton 
entered the business in 1927 at Bis- 
marck, N. D., and was there with Mu- 
tual Life, Guardian Life and Provident 
Life of Bismarck. Upon his discharge 
from the army in 1946, he joined Mid- 
land National as supervisor for Texas 
and North Dakota and in 1947 was ap- 
pointed superintendent of agencies. 

Mr. Peterson entered the business in 
1944 at Des Moines with Mutual Benefit 
Life. He went with Connecticut Gen- 
eral in 1945 there and with Midland 
National in 1950 as supervisor for South 
Dakota. 


Prudential has appointed Edward Earl 
assistant manager of advertising and in- 
formation at the Toronto head office. 
Mr. Earl formerly was associate editor 
of Marketing, a business publication. 


MANAGERS 


Elect Jacobs President 
of N. Y. City Supervisors 


A. Robert Jacobs, assistant general 
agent of the Harry Gardiner agency of 
John Hancock, was 
elected president of 
New York City 
Life Supervisors 
Assn. at the May 
meeting. 

The new Ist vice- 
president is Francis 
B. J. McCaffrey, 
John Hancock; 
2d__ vice-president, 
Abraham W. Eisen, 
National Life of 
Vermont; secre- 
tary-treasurer, E. B. 
Eichengreen, Pru- 
’ dential. The execu- 
tive committeemen for the next three 
years are Joseph J. Melly, Jr., New Eng- 
land Mutual; Arthur J. Blum, Security 
Mutual; J. D. Hopkins, Bankers of Iowa, 
and Joseph Orsham, Equitable Society. 

Mr. Jacobs succeeds Robert I. Curran, 
Jr, associate general agent of the 
— agency of Massachusetts Mu- 
ual. 

Mr. Jacobs entered the business with 
Prudential in 1931 following his attend- 
ance at New York University and sales 
experience with a printing firm. In 1934, 
he joined the Gardiner agency as con- 
servation manager. He became broker- 
age manager and supervisor in 1937 and 
was promoted to assistant general agent 
in 1946. 

He has long been active in the su- 
Pervisors association and in the agents’ 
association. 

















A. Robert Jacobs 


Must Observe Army Rules 


Austin (Tex.) Life Managers Club 
heard Capt. Robert Teasdale, Berg- 
Strom Field personal affairs officer, re- 
view the problems presented by some 
life insurance salesman whose sales 
methods make it difficult for ethical 
life insurance men to gain admission to 
the field. He emphasized the necessity 
for observing the rules laid down by 
the commanding officer. 

The wives of members will be guests 
at the next meeting. 


NEWS OF LIFE COMPANIES 





Interstate L.4A. New Home 
Office Building Dedicated 


The new home office building of In- 
terstate Life & Accident at Chattanooga 
was recently dedicated. Besides having 
spacious working areas, modern light- 
ing, and medical facilities, it has a pent- 
house for employes’ recreation, lounge 
and snack bar, and adjacent sun decks, 
‘bowling alleys, up-to-date cafeteria, and 
air-cooling. 

The company was started in 1909 by 
Dr. Joseph W. Johnson. H. Clay Evans 
Johnson succeeded his father as presi- 
dent in 1946. The company now has in 
force $245,375,000, almost double its 
figure of five years earlier. 


Central Life of Iowa Plans 
New $8 Million Home Office 


Plans for construction of a new home 
office building by Central Life of Des 
Moines were disclosed when approval of 
the state executive council was asked. 

Authority was asked to spend up to 
$8,696,000 or 10% of the legal reserve 
of the company. President W. F. Poor- 





man said tentative plans call for a four- 
story 90 by 160 foot structure with an 
exterior of Mankato stone.. The build- 
ing would contain 70,000 square feet of 
floor space and allow for future expan- 
sion. 

The application stated the company 
intends to begin construction early in 
1952 but approval must be obtained 
first on priorities. 


Union Central to Store 
Records in Rural Town 


CINCINNATI-— Union Central Life 
has purchased the former Highland 
County Children’s Home building at 
Hillsboro, O., and is remodeling it for 
storage of vital records. Duplicates of 
current records will also be stored at 
Hillsboro, which is about 50, miles 
northeast of this city. 

If at any time atomic ‘bombing seems 
imminent, the company will rotate key 
officials from day to day between Cin- 
cinnati and Hillsboro. The branch will 
be in constant contact with the home 
office by teletype. 

It was decided to transfer original 
records, rather than microfilm copies, to 


eliminate possible difficulties in proving 
ownership if only copies remained after 
an atomic blast. Bonds will remain in 
the vault 40 feet below the home office 
building. 

The committee which has been work- 
ing on the plans for dispersal of -rec-~ 
ords includes J. A. Lloyd, vicé-presi- 
dent; Carl DeBuck, comptroller, and 
R. H. Stuebing, assistant vice-president. 


New England Mutual Passes 
$3 Billion in Force Mark 


New England Mutual has passed the 
$3 billion mark in insurance in» force. 
The company had reached its first bil- 
lion in force in 1927, 83 years after its 
founding, and in 1945 it came abreast 
of the $2 billion point. 











Would Up R.R. Pensions 


WASHINGTON — Senator Butler 
of Nebraska has had inserted in the 
Congressional Record a series of tables 
comparing tax rates and benefits under 
social security and the railroad retire- 
ment act. He holds that gross discrim- 
ination exists against raiload employes 
and that the latter do not receive as 
much for the money they pay in taxes 
as do those working in jobs covered by 
social security. 
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Prudential security plans sell because they serve. 


“I am so much better off than most widows I know.” 


But without Prudential’s Dollar Guide Service, Margaret Horter’s circumstances might BS 
have been quite different. The Dollar Guide showed the Horters—as no other service * 
can—just how far their life insurance and other resources would go. It showed Bob 
Horter how to combine Social Security benefits with life insurance to provide a sub- 
stantial income for his family. It helped him to leave them a home free of debt— 
and showed him how to guarantee his youngsters a college education. 


Dick Shoals, Prudential Agent who programmed this case, says, “I know I couldn’t 
have presented this program half as convincingly without the Dollar Guide. The Dol- 


lar Guide helps me do a more thorough job every time. That’s good for the prospect— # 
. Soe 

and it’s good for me.” ee 
& 

% 

The above facts are based on an actual case in our files, but of course, true identities are not shown. = 

“2 
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The PRUDENTIAL : 


INSURANCE COMPANY OF. AMERICA 


A mutual life insurance company 


HOME OFFICE: 
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Old Line Appeals NLRB Ruling = 
MILWAUKEE—Old Line Life of Lone Star Life 


Milwaukee has appealed from an NLRB 











bargain with Insurance Employes Union 
and charged that Old Line Life pro- 
voked a lengthy strike last year be- 


members of the insurance committee of 
the house in this bill. 

H.B. 190, the Illinois cash sickness 
benefit bill, was referred to a subcom. 































Empire Converges 

















trial examiner’s intermediate report cause it did not bargain in good faith. mittee of the judiciary committee Tuas 
which recommended that the company with employes. Mi day. The subcommittee is to repon Fi 
at San Antonio May 23. i 
I C issi Butl f 
nsurance Commissioner Butler o om 
Texas stated at the senior section of N.Y. Life Ups Ph ion 
the Texas Life eoeerer in 7 od rare if 1 
tonio that six companies licensed in the 2s es 
' state are still writing any and all armed J ohnson, Weissinger po = 
forces personnel. To check on this tho ha 
“7 situation, these companies are examined Raymond C. Johnson has been desig. be year 
a— once a year and so far none of them nated vice-president in charge of agency o Alex 
has been found insolvent, but some administration, and Walter Weissinger, migrant 
; have a bad mortality ratio. , vice-president in charge of agency rela. | nan 
j +4 4 In the same vein, Robert B. Caplinger, ; | of 
» XN personal insurance service! associate chief underwriter Southland selon 
Life, opened with the thought that war Dittler, 
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° He stated that out of 88 leading com- insuran 
Life panies, 24 are not using the war clause Union | 
lV] Gr and that 59 companies are using a lim- of insu’ 
[¥] . Oup ited war clause. He stated that when It we 
Health the full impact of war mortality became had a Ii 
S 5 apparent it was much higher than pre- : 
Glary § : His gr 
ly] . avings war years. He reported considerable Daniel 
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agi gy to social security benefits jey sores. vice-president in charge of ‘ ie 
Registered Life Protection ro Luncheon speaker was Holgar J. ped rissa be in charge of the insuran 
ie a i” Johnson, president Institute of Life In- Mr. Weissinger “is in char f Such 
. ~ ap te Mr. ge of the 
ee ee surance, who stated that life insurance general field of agency relations which the clc 
e e men have always had a sense of re- in the company is increasing rapidly Mr, 
sponsibility to the public but have often poth as to the number and scope of its which 
failed to translate this attitude to the Paroe 50th at 
: : : 2 activities, : 
public. The senior section was directed 1948 ir 
m by A. F. Ashford, president Western the hi 
Reserve Life. insurar 
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his own approach and presentation. The | tractive arrangement will be made with the rs 


consensus was that a new man should be 
out in the field the first day of the sec- 
ond week. 

On the matter of financing, it seemed 
the general opinion that the man calling 
for the highest amount of financing is 





person selected. Reply in strictest conf- 
dence to Box E-84, The National Under 
writer, 175 W. Jackson Bivd., Chicago 4, Ill. 
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Daniel and Union 
Central Insure 
Five Generatians 


mas H. Daniel, general agent at 
PR ia for Union Central, has had the 
rare if not unique distinction of insuring 
five generations of the same family in 
one company. Years ago Mr. Daniel, 
who has represented the company for 
53 years in Atlanta, sold a $2,500 policy 
to Alexander Dittler, a Hungarian im- 
migrant to Atlanta. The son of this 
man, Emil Dittler, in turn ene » 
ife 
insurance through Mr. Daniel. Alex 
Dittler, grandson of the original pur- 
chaser, owns $350,000 of Union Central 
insurance. His daughter, Patsy, is a 
Union Central policyholder with $37,500 
of insurance. 

It was this past February that Patsy 
had a little boy named Stephen D. Fihn, 
His grandfather, Alex Dittler and Mr. 
Daniel arranged a policy on his life 
which extended the record to five gen- 
erations, a great-great grandfather, 
great grandfather, grandfather, mother 

son. 

say Be that isn’t all, because Mr. Daniel 
has also_insured_the baby’s grand- 
mother, Eleanor B. Dittler, in Union 
Central with 50,000 of insurance and 
Patsy’s sister, Alice Dittler, owns life 
insurance with the company totaling 
$37,500. ; 

So far the Dittler family has purchased 
a total of $732,500 of Union Central life 
insurance from Mr. Daniel. 

Such figures cannot mirror altogether 
the close affinity between the Dittlers, 
Mr. Daniel and the Union Central, 
which was attested to on Mr. Daniel’s 
50th anniversary with Union Central in 
1948 in a letter from the family paying 
the highest tribute to the family life 
insurance counselor. 








Maryland Commissioner 
Well Known in Life Field 


As forecast last week, Harvey M. 
Chesney of Bel Air has been appointed 
insurance commissioner of Maryland to 
succeed Claude A. Hanley, whose term 
has just expired. He was given a lunch- 
eon by che Harry Warren agency of 
State Mutual at Baltimore, with which 
he has been cennected since 1943, and 
was presented a desk clock by the mem- 
bers of the agency. 

Mr. Chesney led the Warren agency 
for six years both in volume of business 
and number of lives insured. Since 1947 
he has been district manager of State 
Mutual for Harford county, and also 
operated a general fnsurance agency at 
Bel Air. He has spoken on several oc- 
casions at State Mutual conventions and 
before various Maryland groups. 


Booklet Supplies Answers 
to Inflation Objections 


A booklet which supplies agents with 
the answers to overcome inflation-caused 
sales resistance has been published by 
Life Agency Management Assn. 

“The Agent Answers Inflation” is a 
pocket-size compilation of replies used 
successfully by 200 agents when their 
prospects object to buying life insurance 
because of rising prices and the lowered 
value of the dollar. 

Arranged for easy reference, the book- 

let contains key phrases which large and 
small producers say have worked for 
them in overcoming these objections, 
together with comments on inflation by 
Prominent life insurance executives. 
_ The. booklet is the result of a ques- 
tionnaire survey completed by the asso- 
Ciation’s research division. Both new 
and experienced agents reported that 
sales were being greatly affected by the 
inflation objection. In fact, 70% of them 
said sales were being postponed for 
this reason. 

The survey showed that 47% en- 





countered the inflation objection more 
frequently among those with higher in- 
comes; 14% found it in the lower income 
group and 39% reported the objection 
raised equally by both high and low 
income groups. 

It was found that 23% of the agents 
did not feel they had effective answers 
to combat this situation. Many asked 
specifically for a collection of tested 
replies. 





The Spaulder, Warshall & Schnur 
agency of Guardian Life at New York 


City led all company agencies in paid- 
for production in April, with more than 
$2 million of new paid insurance, an 
agency record. 





Nollen on Bond Committee 


WASHINGTON — Treasury Secre- 
tary Snyder has appointed Gerard S. 
Nollen, chairman of Bankers Life of 
Iowa, as co-chairman of the Treasury 
advisory committee on defense bonds 
for Iowa, succeeding Herbert Horton, 
resigned. 


Correction on Aetna’s Group 

Aetna Life’s new group business in 
California for 1950 was $327,545,445, not 
the $327,545 figure that was shown in 
the tabulation in the April 27 issue. 





John T. Costa, Colonial Life, East 
Orange, N. J., presented the “Good 
Government Award” from the New 
Jersey Junior Chamber of Commerce to 
Senator Kefauver in his office at Wash- 
ington. Mr. Costa is chairman of the 
Junior Chamber’s convention to be held 
at Washington next month. 











Lhey gathered the harvest of the sea 


It was never easy. 


The good Lord put fish in the sea, and He made the fish good 
to eat. But He made it bitter hard to get them out. 


You had to sail away on the dark northern ocean, days and 
nights in a little pitching schooner, out and out to a. 

piece of watery emptiness called the Grand Banks. The seas 
could roll up high and evil there, and the ocean 

could look so monstrous big, and your schooner could 

look so terrible small... 


Then from that little schooner you lowered boats that were 
lictler still, dories that made a most careful kind of fit 

for two men and their gear. You rowed or drifted through 
the snapping seas until the schooner was hull-down 

on the horizon, and then there you were, you and your 
dorymate, with the thickness of a plank between you 

and the bottom of the Atlantic Ocean. 


And you fished. 


No, it was never easy. But you did it. It was dreadful 
hard, sometimes. But there wasn’t anything in the world 
you would rather do. 


For the good Lord made a breed of men who don’t want it 
easy, men who want only to be on their own. And out 

there where the wind plays no favorites and only the man 

in you counts, you were on your own. When you drove the 
schooner through a screaming gale to be first home with the 
catch, you did it because you wanted to—on your own. 
When the catch was sold and you got your split, you were on 
your own, too—your share of rewards for your share of risk. 


That was the way of the early American fishermen. It made 
proud, free men of them. And we who cast our 

nets in other seas still choose, as they did, the way of 
independence. We set a course, we pick our sails, we pull an 
oar, we share the catch—proud in the knowledge that what 
we get from the voyage is fairly earned ... on our own. 
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ACCIDENT AND HEALTH 


It deprives the company of the privi- 
lege of having issued certificates of con- 
venience (temporary licenses) to appli- 





Bureau to Sponsor 
Educational Meet 
at N. Y. May 23-4 


Bureau of A. & H. 
will hold an educational seminar at 
New York May 23-24 with the principal 
discussion to be about the new standard 
provisions law, the model bill recom- 
mended by National Assn. of Insurance 
Commissioners. 


Underwriters 


Logan Bidle, Aetna Life, will be 
general chairman, and participating in 
the discussions will be P. H. Rogers, 


Aetna Life; C. J. McBride, Travelers; 


cants for disability-only agents’ 
licenses. Such applicants now will be 
required to pass the qualifying exam- 
ination before issuance of any kind of 


Preferred Accident, and J. F. Follmann, 
Jr., general manager of the bureau. 

Mr. Soper will talk on health insur- 
ance, and Mr. Parker, who is chairman license. 
of the health insurance sub-committee, Based on a stipulation by the com- 
will present a paper dealing with de- pany, through its attorneys, to the truth 


velopments of health coverage. Mr. of the matters set forth in the final 
Corby will discuss dependent riders, order, the commissioner found that the 
and Kenneth Thompson of Century company’s representations to him that 


Indemnity will deliver a paper on in- applicants were enrolled in and were 
suring hazardous occupations. M. pursuing the courses previously ap- 
Thompson of Standard Accident wili proved by him were untrue and should 
lead a discussion on catastrophe insur- have been known to be untrue, that in- 
ance. complete courses were given and, in 
some cases, no courses were given at all. 


Cotton New President of 








Texas Company Loses Cal. 


Training Course Approval 
LOS ANGELES—Commissioner Ma- Minnesota A. & H. Assn. 





R. L. Hills, Great American Indemnity; 
M. J. Thompson, Standard Accident; loney has withdrawn his approval of MINNEAPOLIS—Arnold E. Cotton 
F. T. Corby, Home Indemnity; Kenneth the disability-only agents’ courses of North has Eke Be Casualty Albert 
Thompson, Century Indemnity; E. A. Reserve Life of Dallas. This is the first Lea, was elected aS of Minnesota 
Hauschild, Security Mutual Life; L. B. action of its kind under the new agents’ Assn. of A. & H. Underwriters at the 
Soper, New York Life; G. S. Parker, qualification law enacted in 1947. annual meeting here. John J. Symanitz, 
Interstate Assurance, Minneapolis, was 
reelected secretary. Regional vice-pres- 
idents are W. L. Cochrane, Minnesota 
Protective, Madelia; J. Peter Devine, 
ree en Occidental Life, St. Paul; Dwayne 
=< Hansberger, Monarch Life, Willmar; 
a4 Louis Lundquist, Old Line Life, Wi- 


























Our free-born underwriters 
select their own careers of 
service. The Life & Casualty 
program gives their policy- 
holders free selection of 
Life Security for them- 
selves, and for their fam- 
ilies. No skimpy dole—but 
everything you want—as 
you want it. Investigate! 
Compare! 
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LIFE & CASUALTY 
LIFE SECURITY 





Life and d Casualty 


nona; George Warttman, Monarch Life, 
Duluth, and J. A. Young; Washington 
National, Mankato. 

About 150 A. & H. men attended the 
annual meeting and sales congress. 





S. F. Managers Hear Brandes 


A. & H. Managers Assn. of San 
Francisco heard Frank C. Brandes, San 
Francisco manager of Retail Credit Co., 
discuss claims investigations at a lunch- 
eon meeting May 8. 





Hospital Cover Broadened 


Columbian National Life has brought 
out a doctor’s visits rider, which may 
be added to all hospital policies, family 
and individual, to provide indemnity for 
in-hospital visits by physicians. 

The benefit is $4 per day for up to 
90 days, and includes visits that precede 
surgical operations. The annual pre- 
mium is $4 for men, $6.40 for women 
and $2.80 for children. 

The hospital daily benefit limit for 
children has been increased from $7 
to $10. 


Hallock Madison Speaker 


R. P. Hallock, western agency super- 
visor for Massachusetts Protective and 
Paul Revere Life, discussed ‘Sales 
Ideas and Problems of the Agent” at 
the monthly luncheon meeting of the 
Madison (Wis.) Assn. of A. & H. Un- 
derwriters. 





Reject N.J. Increase 


New Jersey legislature has adjourned 
without passing the increase in disability 
benefits coverage from $26 to $30 week- 
ly as requested by the governor. 
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STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 


and tell me about it. 


Our Annuity Contracts! 


Standard Life we believe that no other life insurance com- 


pany offers as much income for a premium dollar. Look up 


our rates and compare... if we're wrong write me personally 


-Aarry VU. Wade, rian 


GENERAL AGENCIES OPEN IN Arkansas 


Illinois + 






Florida 
Michigan 


* Arizona * 


Indiana + Kentucky * Louisiana + Maryland + 


Missouri + New Mexico ° Texas ° 


Pennsylvania * 


West Virginia 





ASSOCIATIONS 


J. H. Evans to Head 
N. Y. City Assn. 


John H. Evans, 
Life of New York, 
for president of the 
New York City 
Life Underwriters 
Assn. to succeed 
Harold W. Baird, 
Northwestern Mu- 
tual. 

The rest of the 
slate includes 
Charles S. McAl- 


manager of Home 
has been nominated 


lister, New Eng- 

land Mutual, ad- 

ministrative vic e- 

president; Harold 

N. Sloane, Conti- 

nental Assurance, John H. Evans 

public relations 

vice-president; Harry K. Gutmann, Mp. 

tual Life, educational vice-president, 

and Louis W. Sechtman, Aetna Life, 

treasurer. 7 
Mr. Evans was an agency field as. | 


sistant with Home Life, an_ assistant 
superintendent of agencies, and manager 
of its sales planning division before he 
opened his own agency in 1945. Hej 
the current president of New York 
City Life Managers Assn. 





Small Business Men Need 
Business Cover: Hilgedag 


Agents need to write more business 
insurance for the good of democracy, 
R. W. Hilgedag, Indianapolis estate, 
taxation and business-agreement attor- 
ney, told Bloomington (Ind.) Life Un- 
derwriters Assn. at an open meeting 
with business men, attorneys and trust 
officers as guests. 

He declared that small business is the 
backbone of democracy and the free- 
enterprise system, “but it is small busi- 
ness which is having the greatest strug- 
gle to survive today.” Adding to all the 
other “woes” of small business the 
financial peril of death of a key man or 
part owner demonstrates the urgency 
of adequate, carefully-planned business 
insurance, 

The average business man is a “babe 
in the woods when it comes to the 
legal and insurable needs of your busi- 
ness,” Mr. Hilgedag insisted, urging 
that every business man present have 
an immediate “session” with his attor- 
ney, accountant and life insurance agent. 
“You'll be surprised at how much they 
know about businesses that you never 
heard of,” he concluded. 

a 


Program for Iowa Annual 


Meeting, Congress Given 


DES MOINES—The program for 
the annual meeting and sales congress 
of Iowa Assn. of Life Underwriters here 
May 18-19 has been announced by Will 
H. Zaiser, Prudential, Des Moines, 
president of the association. 

The business meeting will be held 
May 18. Des Moines General Agents 
& Managers Club will hold its banquet 
that evening with all those attending the 
annual meeting invited. Hal L. Nutt, 
director of the Purdue course, will talk 
on “Managing Your Confusion.” 

Roy L. Swarzman, Equitable Soci- 
ety, Des Moines, is program chairman 
for the sales congress May 19, which 
will open with a panel discussion on 
“The Approach That Works for Me.” 
Moderator will be Ed Brock, Penn Mu- 
tual, Des Moines, newly elected presi- 
dent of Iowa Quarter Million Club, with 
R. H. Pickford, Jr., Northwestern Mu- 
tual, Cedar Rapids; L. T. Sloane, Cen- 
tral Life of Iowa, Davenport; L. W. 
Fangman, Minnesota Mutual, Council 
Bluffs, and Ted B. Longnecker, Penn 
Mutual, Des Moines, as_ participants. 
Isaac Kibrick, New York Life, Boston, 


will conclude the morning session with 
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a talk on “Old and New in Business 
surance. 

yoy luncheon new officers of the 
state association will be introduced and 
the local association winning the 
achievement award will be presented a 
— speakers will include 
George Allen, Prudential, Kansas City, 
on “Opportunity,” and B. N. Woodson, 
executive vice-president, State Life of 
Indiana, on “Alphabetical Underwrit- 
. ” 


ing. 


Oakland-East Bay Forum 
Draws 500 to Berkeley 


There were 500 attending the annual 
Oakland-East Bay life insurance forum 
at Berkeley, Cal., at which the stress 
was on life insurance as a check to in- 
flation as protection to the buying power 
of the dollar. : ; 

Harold R. Breakenridge, Equitable of 
Jowa, was the general chairman; speak- 
ers were Frank W. Bland, The National 
Underwriter Co.; Charles E. Cleeton, 
Occidental Life, Los Angeles, vice- 
president N.A.L.U., and Harry J. 
Syphus, Beneficial Life, Salt Lake City, 
N.A.L.U. trustee. . 

A panel on business insurance was 
directed by Don C. Wood, Beneficial 
Life, A panel on answering objections 
was moderated by Lou K. Newfield, 
Lincoln National. Paul P. Stewart, 
Phoenix Mutual, was the moderator for 
the quality business panel. . 

The award for northern California 
life agent of the year was presented 
to James E. Mattox, Equitable Life of 
Iowa, San Francisco. 


Watch Your Sales Language, 
Feder Tells Pittsburghers 


Addressing the annual sales congress 
of Pittsburgh Life Underwriters Assn., 
Lloyd H. Feder, manager for Reliance4 
Life at Cleveland, pointed out the im- 
portance of language in life insurance 
sales. He stressed the practical value 
of referring to paid-up insurance as the 
completed contract, to term insurance 
as full protection, to the premium as 
a deposit. 

Mr. Feder told his hearers that no 
company can insure a man’s life, but 
can only insure his economic value. 
From this fact he drew the lesson which 
he said is “Let’s quit trying to sell life 
insurance, which no one wants, and 
sell money for future delivery, which 
everyone wants. Life insurance com- 
panies pay because you buy, not be- 
cause you die.” 


Dowell Urges Individual Initiative 


Dudley Dowell, vice-president in 
charge of agency affairs for New York 
Life, described ancient Rome as the 
most complete welfare state ever known 
in which people depended on the state 
for amusement, housing, etc. He said 
that the best hope for preserving the 
American way of life is to arouse citi- 
zens to the importance of preserving 
freedom through individual initiative. 

Paul Speicher, Insurance Research & 
Review, brought out that while inflation 
may be a national problem, the prob- 
lem of the individual is always defla- 
tion because of lost earnings to his 
family caused by death and disability. 

Quinter Colebank, Prudential, was 
moderator for a panel on combination 
agencies. 


Brooklyn Slates Marshall 


Henry Marshall, Provident Mutual, 
was nominated for president of the 
Brooklyn branch of New York City Life 
Underwriters Assn. to. succeed Bernard 
M. Eiber, Mutual Trust Life. Mr. Eiber 
presided at the May meeting, which fea- 
tured several films on sales technique. 

The slate also includes Sophie Lu- 
broth, Mutual Trust Life, administrative 
vice-president; Irving Bober, New Eng- 
land Mutual, educational vice-president; 
Samuel H. Glass, Equitable Society, pub- 








Fayles, Prudential, secretary. The elec- 
tions are scheduled for the June meeting. 


Indiana Meeting May 26 

Indiana Assn. of Life Underwriters 
will hold its annual meeting at Indian- 
apolis May 26. On the agenda in addi- 
tion to the election of new officers is 
a by-laws change creating a permanent, 
nine-man field practices committee 
which will be charged with sifting all 
complaints about field practices which 
come to the association and recommend- 
ing any action on them. 

The leadership training schools for 
newly-elected local officers will be held 
at Fort Wayne, Anderson and Terre 
Haute June 2. Harold Means, general 
agent of Lafayette Life at South Bend, 
is chairman. 


Kalamazeo, Mich.—Wade C. Campbell, 
Mutual Benefit Life, has been elected 
president. Vice-president is Fred H. 
Mamer, Equitable Society; secretary, 
Robert J. Gibbens, State Farm Life. Mr. 
Gibbens also was named national com- 
mitteeman. 

Owensboro, Ky.—Green M. Lee, Louis- 
ville general agent for Protective Life, 
spoke on “Freedom and Life Insurance’”’, 

“Life insurance is one of the few things 
that will provide and guarantee secu- 
rity,” he said. “As long as we avoid strict 
regulation, centralization and socializa- 


tion of government we will retain our 
freedom and security.” 

St. Joseph, Mo.—Frank Ott, National 
L. & A., has been named chairman of the 
nominating committee to report at the 
annual meeting on May 25. 

Sioux City, Ia.—E. W. Egan, North- 
western Mutual, has been named presi- 
dent to succeed E. R. Bergeman, John 
Hancock. G. A. Palsrud is vice-presi- 
dent; Morton Greenstone, secretary; W. J. 
MacNichol, treasurer; Ralph Tritz, state 
committeeman. 

Jack R. Miller spoke on “A Tax Lawyer 
Looks on Life Insurance.” 

Terre Haute, Ind.—Harry V. Wade, 
president Standard Life of Indiana, will 
speak at a luncheon meeting June 2. 








Retirement Plan Upheld 


LANCASTER, NEB. — District 
Judge Polk’s ruling that the employe 
retirement plan of Bankers Life of Ne- 
braska is not illegal will be appealed to 
the state supreme court. The decision 
for the company followed a long trial 
of the suit brought last November by 
three policyholders. They had asked 
that the plan be declared illegal and 
$594,457 of the plan’s reserves restored 
to the company’s surplus. 

Judge Polk’s opinion described the 
plan as “non-discriminatory, reasonable 
and valid” and not in violation of the 


Nebraska statutes. The court did not 
accept the contention of the suing pol- 
icyholders that the plan was a pension 
system for company officers instead of 
a retirement plan for all employes. 


To Move Houston Office 


Travelers Houston branch will be 
moved to new quarters in a two-story 
building formerly occupied by a Ford 
agency, which will be converted into 
an office building. Travelers has leased 
the ground floor and part of the second 
floor up to 10 years. 





K. of C. Insurance Luncheon 


John M. Cronin, W. E. Lord & Co., 
Thomas Geoghegan, Jr., Perkins & 
Geoghegan and V. G. Ruthemeyer, Equi- 
table of Iowa, were co-chairmen of: the 
Insurance Day meeting of the Cincin- 
nati Knights of Columbus Luncheon 
Club on May 7. 

James C. O’Connor, executive editor 
of the F. C. & S. Bulletins of the Na- 
tional Underwriter Co., was the featured 
speaker. 


An Hawaiian C.L.U. chapter has been 
organized with Quan Lun Ching, presi- 
dent; Gordon I. Tanioka, vice president; 
Mitchell Hutchinson, secretary-treas- 
urer. 








lic relations vice-president, Morris Besso, 
Metropolitan, treasurer, and Robert J. | 
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THEN ... our Modified Life 3 is available on an 
extremely attractive net cost basis. Yet because it 


may be sold up to 600% of mortality, the 
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Concordia Mutual 
45th Anniversary 


Concordia Mutual Life of Chicago, 
which is a Lutheran fraternal organiza- 
tion, is marking its 45th anniversary. It 
was started in 1906 as Concordia 
League. Its period of greatest progress 
has been since 1939 when Lawrence 
Wichman became the secretary. He had 
been prior to that time with Carson, 
Pirie, Scott & Co. in Chicago, but in 
his earlier years was at the head office 
of the old Illinois Life. 

In 1938 the amount of insurance sold 
was $350,000, whereas in 1950 it was 
about $2,200,000. In 1939 the assets 
were about $1% million and now they 
are about $3% million. The insurance in 
force is nearly $20 million as compared 
with $7 million in 1939. 

Concordia has no delinquent mort- 
gages nor bonds in default and it owns 
no real estate. It is ponies on the 
conservative 244% C.S.O. basis. 

— had a considerable block of 
4% business which it discontinued sell- 
rho in 1936 and the management is now 
engaging in a reserve strengthening pro- 
gram in connection with this ‘business. 
The insurance department in a recently 
released report of examination as of 
Dec. 31, 1949, recommended that the 
management give serious consideration 
to the discontinuance of dividends on 
this 4% business, to either increase con- 


/ INCREASE YOUR INCOME— 


You make more money selling when you represent 
a society that has a complete line of modern life 
-——e contracts. 
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tributions to expense fund or budget ex- 
penses to revenue and establishment of 
a reserve strengthening program. 

This dividend recommendation was in 
relation to the old 4% business only and 
had no reference to the currently issued 
business. THE NATIONAL UNDERWRITER in 
reporting on that recommendation er- 
roneously stated that Concordia Mutual 
had been ordered to discontinue divi- 
dends on this old business. Actually 
the department made this in the form 
of a suggestion and not as an order. 

The actuary of Concordia Mutual 
some time ago strongly recommended 
that payment of dividends on the old 
4% business be deferred until the soci- 
ety succeeds in accomplishing its pur- 
pose to revalue this business on a 3% 
American-men basis. Thereafter the in- 
tention is to resume dividends on a sub- 
stantially higher level. 


Canadian Fraternalists’ 
Program Is Given 


The Canadian Fraternal 
meet at the Seigniory Club, 
Que., May 14-16. 

May 14 there will be a meeting of the 
executive committee and, in the eve- 
ning, a joint meeting of the field men’s 
medical sections at which speakers will 
be Dr. C. C. Birchard, chief medical 
officer of Sun Life of Canada, and L. E. 
Probst, president Independent Order of 
Foresters, Toronto, and chairman of the 
field men’s section. 

Speakers the second day will be Man- 
ager Cyril Chapman of the Seigniory 
Club, J. E. Reault, Maccabees, associa- 
tion vice- president; greeting from  su- 
pervisory officials and others, remarks 
by John P. Stock, president of Macca- 
bees and of the National Fraternal Con- 
gress, the presidential address by Hector 
Menard of Ottawa, report of C. H. 
Fitch, secretary-treasurer, and R. Leigh- 
ton Foster, the counselor; and addresses 
by F. W. Spencer of the Ontario depart- 


Assn. will 
Montebello, 


ment, G. Egerton Brown, Sun Life of 
Canada, and Yves Pratte, Quebec 
lawyer. 


That evening there will be a dinner 
addressed by Jean Lesag, parliamentary 
assistant to the Canadian secretary of 
state for external affairs. 

The final day Peter Kilburne, Mon- 
treal, president of the Investment Deal- 
ers Assn. of Canada, will speak on life 
insurance investments, following which 
there will be sessional committee re- 
ports and open forum. That afternoon 
the convention will elect officers and se- 


lect the date and of the next 


meeting. 


Ohio Bill Passes Senate 


The Ohio senate has passed a bill 
which requires that foreign fraternals 
must operate under the same laws and 
regulations as enema fraternals. 


Michigan A. & H. 
Premiums Shown 


The Michigan A. & H. premiums set 
forth here are shown on a direct writ- 
ings basis except for reinsurance com- 
panies in which case premiums are re- 
ported as net written. Losses for casu- 
alty companies are reported as net in- 
curred and for life companies as net 
paid. The premiums amount to $72,- 
057,456, while the losses total $45,837,- 
836. 


place 














ACCIDENT & HEALTH 








Direct Net Losses 

Writings Incurred 
Accident & Casualty TeOe lv e:6hs.0 
Aetna Casualty ......... 982 —250 
ABCMR, TIES o6siccvecesies 7,823,509 5,856,213 
cae ne SCE ee POTEET err 
Amer. Casualty ......... 91,155 51,193 
Amer. Employers ...... 12,551 3,732 
Amer. Farmers Mut..... SGtel «sa den 0 
American, N. J. .......20. Tee 
Amer. Motorists ........ 15,746 9,035 
Amer. Mut. Liab. ... 18,977 75,402 
Amer. Policyholders .... 52,320 25,671 
WARBLER, 5.64) 6 0:6.s.cces 5,720 451 
Amer, Surety ........... 105 —800 
Anchor Casualty ........  ...... 23 
Ann Arbor R. R. Empl.. 6,272 5,412 
Associated Indem. ...... 317 181 
ee ee ee 396 597 
Bankers Indemnity SRE. | er 
Bankers L. ER AES 3,948,739 2,442,029 
Bankers Life, Ia. ....... 278,787 181,509 
Bankers National Life .. Be = ayetansusia 
Beneficial Standard ..... 230,498 98,578 
Ben. Assn. Ry. Empl.... 792,710 601,637 
— RE béncawnscc 19 14 
ee eee éocaceew 144,983 97,762 
aly Life, MR cs vecese-ace 52,894 20,853 
Central National Cibearcign 956 1,008 
Central Surety ......... mm) @ eaauun 
Century Indemnity ..... 2,895 1,605 
Columbia Casualty ..... 1,516 —162 
Columbian National 6,656 1,194 
Columbus Mutual ....... 5,582 2,979 
Cg kv ocdn dances: 150,762 59,145 
Commercial Casualty 63,82 30,172 
Commonwealth Cas. 209,255 65,302 
Community Life ........ 47,076 26,201 
Confederation Life ..... 1,173 1,347 
Conn. General .......... 722,163 511,928 
Constitution Life ....... 91,011 8,590 
Continental Assurance 1,381,301 923,807 
Continental Casualty 1,704,157 699,159 
Dearborn Natl. Cas. .... 5,686 2,189 
Detroit Mutual ......... 1,168,514 415,573 
Eagle Indemnity ....... —17 eeeerne 
Employers Liability 24,065 15,132 
Employers Mut. Cas. ... 3,390 11,026 
Employers Mut. Liab.... 57,636 37,487 
Employers Reins. ....... 22,569 10,641 
Equitable Society ...... 2,353,899 1,501,327 
SAS Seer 67 
Federal Life & Cas...... g 76,934 
Federal Life ........... 266 114,320 
Fidelity & Casualty 67.5 54 30,934 
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after-effects or in death. 
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tection Plus plan. 
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ieee THIS REMARKABLE AID 
TO EFFECTIVE PROSPECTING 


At no extra cost, those insured by Modern Woodmen automatically receive the 
benefits of THE POLIO PROTECTION PLUS plan. When you sell Modern Woodmen 


@ Immediate payment of $250.00 when polio strikes. 
@ Payment of an additional $250.00 if the attack results in crippling 


The Polio Protection Plus—at no extra cost—has proved a real door-opener for 
It assures more interviews—more sales—more income. 
(Choice territory and attractive contracts for agents) 


MODERN WOODMEN OF AMERICA 


! 
Please furnish me complete information about Modern Woodmen’s Polio Pro- 
I 
l 





Fidelity H. & A......... 523,145 241,14 
Fireman’s Fund Indem.. 4,421 —h 
Franklin Life .......... 9,917 1,6 
yeneral Accident ....... 44,450 11,445 
General American Life.. 528,173 439,39 
General Reins, ......... »489 —2,8 
George Rogers Clark.... 177,029 131,654 
Glens Falls Indemnity... 2,64 1,02 
Globe Indemnity ....... 24,821 5,569 
Great Amer. Indem. 6,603 1,893 
Great-West Life ........ 95,224 61,49) 
Guarantee Mutual 8,176 2,643 
Hardware Mut. Cas. 504,205 381,859 
Hartford Accident ...... 112,745 18,74) 
Hawkeye Security ...... wea 
Home Indemnity ....... 12,248 60; 
Home Life, N.Y. ....... 3,779 1,415 
Hoosier Casualty ....... 354,726 192,699 
Illinois Bankers Life ... 4,159 1% 
Illinois Mutual Cas. 52,487 4,503 | 
Income Guaranty ...... 138,281 70,635 
Indemnity of N. A....... 75,994 65,199 | 
Independence L. & A.... 36,585 1,88] 
Inter-Ocean ..........4. 756,391 455,493 
Inter-State Assurance 51,411 24,033 
Jefferson National ...... 8,065 2,199 
John Hancock ......... 8,954,320 2,595,014 
Kemba Mutual ......... 67,850 66,113 
Liberty Mutual ......... 371,038 307,011 
Life of Virginia......... 13,894 7.6% 
Lincoln Mut. Cas. ...... 10,737 311 
Lincoln National ....... 121,565 85,004 
Loc. - Eng. & Cond. Mut... 10,506 4,409 
London & Lanc. Indem.. 7,815 2,29 
London Guarantee ...... 149 
Loyal Protective ....... 45,866 
Lumbermens Mut. Cas. 123,449 
Manufacturers Cas. 64,535 
Maryland Casualty 11,704 
Mass. Bonding ......... 48,621 
Mass. Indemnity ....... 161,803 
Mass. Mutual ..... 17,472 
Mass. Protective ....... 219,474 
Metro Mutual ..... 54,347 
Metropolitan Cas. .. 24,074 
Metropolitan Life ...... 6,249,108 
Michigan Life .......... 1,501,222 
Michigan Mut. Liab 37,025 
MIG-BCRtOS | s cicccccsccsies oes 
Monarch Life .......... 186,600 
Mutual Benefit H. & A... 7,530,131 4,696,063 
Motorists Mutual 731 299 
National A. & H. 6,429 
National Casualty 646,464 
National L. & A. 313,879 
National Masonic . 1,971 
New Amsterdam Cas. 6,897 2,303 
PRR WRREE sor siscals s.cic-c:gicieicvele . 16 108 
North American Acc. ... 115,023 38,443 
North American Life ... 2,43 1,0 
Northern Life, Seattle .. 3,606 570 
Northwestern National 57,995 40,792 
Occidental Life, Cal..... 1,160,529 896,105 
Ocean Accident ........ 11,799 2,136 
. Ohio Casualty .... 411 -5 
Ohio State Life .. 12,502 4,1 
Old Line Life ......... - 439,894 139,351 
Old Republic Credit .... 8,489 3. tae 
Pacific Mutual ......... 186,299 84,304 
Paul Revere .........-- 338,971 133,909 
Peerless Casualty ...... 2,454 1,046 
Phoenix Indemnity ..... 3,989 5,679 
Plain Dealers Mut. Cas.. 1,123 573 
Preferred Accident ..... 30,247 4,148 
Provident L. & A. . 990,815 
Prudential ..... 1,799,733 
Reliance Life ....... ’ 31,236 
Republic National. Sisters 79,228 105,833 
Royal Indemnity ....... 296,062 188,388 
St. Paul-Merc. Indem. . 2,147 891 
Security Mutual, N.Y. .. 11,261 5,347 
Standard Accident ...... 244,274 154,665 
State Mutual Life ...... 65,943 45,638 
iy, Se ere ee eee 314,524 99,577 
Sun Indemnity ......... 1,438 16 
Supreme Liberty Life ... 17,940 1,983 
RE eae 356,244 163,199 
Travelers ........0.- 4,520,663 3,758,642 
Twentieth Cen. Mut, 17,045 5,411 
Union Casualty ......... 107,947 45,289 
Union Labor Life ....... 173,014 87,297 
Union Mutual Life ..... 50,901 13,970 
United Benefit Life. 294,399 146,033 
United, Ill. ............. 1,874,114 709,902 
United L. & A. .....60.- 8,015 1,817 
United Natl. Indem. 70 oocee 
U.S. Casualty 2... ccvcces 4,559 2,627 
a ee Sree 26,567 7,953 
U.S. Guarantee ....... 301 sn aeeee 
Universal Mutual ....... 74,143 18,866 
Victory Mutual Life .... 162 —aeveee 
Washington National . 1,743,648 945,713 
Western Cas. & Sur...... 23,148 A 
Wisconsin National - 142,712 55,053 
Woodman Accident ..... 310,464 84,060 
Woodman Central ..... x 5,419 54,587 
| eer errr re 541,168 189,296 
<1) Sila amr ieee ert ee 723,418 554,875 
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Discuss Valuation Problems 


“Valuation Problems in Estate Plan- 
ning” was discussed by the Okla- 
homa City Estate Planning Council, 
with J. Littleton Daniel, Tulsa C.P.A. 
as speaker. Officers will be elected 
June 12. That meeting will be devoted 
to an open forum at which all members 
are expected to submit questions that 
they find hard to solve. 


OKs Term Renewal of USGL 


WASHINGTON — A House veter- 
ans affairs subcommittee has ordere 
favorably reported to the full committee 
a bill to permit veterans of the first wat 
to renew expiring S. Government 
Life 5-year-level- -premium- -term policies 





an indefinite number of times. 
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SALES IDEAS OF THE WEEK 








PENN MUTUAL MILLION MEET 


Quite a bit has been said lately about 
the opportunities offered by “blue col- 
lar’ market, but there are not too many 
men doing it who have told how they 
go about the job. That is why the talk 
of Fred L. Longwill of Johnstown, Pa., 
was a hit at the Quarter Million Dollar 
Club conference of Penn Mutual Life 
at Hollywood-by-the-Sea, Fla. ; 

Mr. Longwill explained that selling 
blue collar workers probably comes 
more naturally to him than to many 
because he was reared in a steel- 
g town dominated by one com- 
pany and was employed by the firm 
whose employes he now solicits for 
more than 13 years. He described his 
method of operation as simply that of 
doing a good job for the foreman in a 
particular phase of the steel-producing 
operations and then working down from 
that foreman to the men he supervises. 
He explained that when he says _he 
is “doing a good job” he means selling 
retirement income at 65 with emphasis 
on the systematic way of accumulating 
money and with the idea of bolstering 
the social security pension of the men 
i stion. 

"aes a conventional Penn Mutual 
sales talk, one that is not too lengthy 
and does not get involved in a mass of 
detailed figures and comparisons, It 
takes him only 10 minutes to make up a 
proposal which he does in pencil be- 
cause he believes this personalizes the 
interview. The proposal tells briefly 
what the program will do, what it will 
require in the way of savings and how 
much is necessary to put it into opera- 
tion. 

Visualize Monthly Outlay Better 


Individuals in the blue collar classifi- 
cation are earning excellent money, but 
still it is advisable to do business with 
them on a monthly basis, he cautioned. 
Where it is difficult to get a steelworker 
to think of saving $500 per year, at the 
same time he will consider $50 per 
month as a reasonable figure because 
he is paying $70 monthly on his house 
and $90 on the new car. The $50 a 
month does not seem such a large sum 
of money when the semi-monthly salary 
check is $400. 

There is no trouble convincing Mr. 
Longwill that the blue collar market is 
a good one, because as he explains, a 
roller in a steel mill earns between $14,- 
000 and $18,000 a year, whereas a die 
sinker earns about $10,000 per year and 
mechanics average between $12,000 and 
; $15,000. Even the once humble brick- 
layer earns between $6,000 and $7,000 
per annum. 

The workers he has been selling are 
most of them in their 40s. Consequently 
he finds they remember very vividly the 
depression of the early 30s and are 
saving-conscious for that reason. If the 
life agent is able to show them how they 
can avoid getting caught short and how 
they can cushion the big drop they or- 
dinarily take from salary down to pen- 
sion at retirement, they are willing to 
listen. Also savings are appealing to 
men in their 40s, because the financial 
burdens of rearing a family are decreas- 
ing. 

Mr. Longwill gave as another reason 
for using retirement income almost ex- 
clusively the fact that the average indi- 
vidual in the blue collar market considers 
$10,000 sufficient life insurance protec- 
tion. With his employer providing $5,000 
of this and adding the few thousand he 
has picked up from some other insur- 
ance man, he thinks he has done a satis- 
factory job of protecting his family. 
Owever, most of these same men ad- 
mit very readily that they are not doing 
sufficient saving and retirement income 
is the only answer to their problem. 
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Steel Town Agent Sells “Blue Collar” 
Workers Retirement Income at 65 


He indicates that the retirement income 
is probably the only contract he could 
sell with such conviction to his blue 
collar friends ‘and neighbors. 

The advantage of establishing strong 
centers of influence was driven home 
by William F. Lee of Philadelphia who 
described how he has established him- 
self as the insurance counselor at a 
paper plant and for 15 years has spent 
his Fridays there in a large office which 
is reserved for him. He has learned the 
name of practically every man in the 
plant. When a new man joins the com- 
pany, the perscnnel department natifies 
him and he has one of his clients who 
is working with the man bring him in 
to see him. He asks the employe how 


much he knows about group insurance 
and the company pension plan and has 
done more to sell their personally ad- 
ministered pension plan than anybody 
else in the company. 


This is a fact that 


has increased his prestige with the offi- 
cers of the company. 

He is currently working with the per- 
sonnel department on development of 
a booklet for men who are about to 
retire. This booklet, and other such 
projects, take him considerable time but 
he feels that the remuneration is suff- 
cient. During 1950 he paid for 41 cases 
for $422,000 at the paper company, 


Successful Sales Steps 


James W. Lantz, Jr., district manager 
at Long Beach, described the 10 usual 
steps in his sales process as follows: A 
telephone or letter approach, even on 
old clients to establish the hour of the 
interview. A definite proposal or idea 
to present once the interview is ob- 
tained. A follow-up on the first inter- 
view with a thank-you note to the pros- 
pect whether the sale was made or not. 
Where the sale is made on the first or 
second interview, a medical examination 
arranged as quickly and at as easy a 
time as possible. An immediate call 
to the client once the contract has come 
back. At the time of delivery, the 
presentation of the contract to the client 
in a lockbox with a simple chart of the 
insurance program and typed resume of 
the new contract. <A post-sales letter 
to the insured, including his wife if she 
has been in on the delivery interview. 


The wise old owl 


A modest sum each year on a monthly 
personalized blotter along with a reply 
card. Performance of all service prom- 
ised to clients. Addition of the client’s 
name automatically to a birthday letter 
list and Christmas mailing list. 

Paul J. Arenson, San Francisco, ad- 
mitted that he is a lazy man and that 
as such he has found joint work “won- 
derful.” Last year out of $260,000 paid 
about 45% was on a joint basis. Mr. 
Arenson found his volume began to in- 
crease as he learned something from 
the successful techniques of the skilled 
men working with him. He didn’t have 
to try this and that to find something 
that would work. 

There were 341 of the club members 
attending and more than 60 general 
agents at the two-day session. There 
was a total of about 670 present includ- 
ing a home office delegation and wives. 

Chairmen of the three sessions were 
Carl R. Purser, general agent at New 
York City; William H. Nicholls, Jr., 
general agent at Grand Rapids, and 
Forrest J. Curry, general agent at San 
Francisco. Principal speaker at the first 
session was Sadler Hayes of New York 
City. 

There were addresses by Malcolm 
Adam, president of the company and D. 
Bobb Slattery, vice-president and super- 
intendent of agencies, who also an- 













man, in choosing his future career, will 


sider all phases of it. A connection with 
D LIFE may well be the planting wheat 
which will flower into a 
life. — 
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nounced the individual leaders for the 
Guest speaker was Arno H. John- 


year. 
son, vice-president of the J. Walter 
Thompson advertising agency. John M. 
Huebner, vice-president and superin- 


tendent of applications, spoke also on 
the blue collar market. There was a 
six-way panel at which three agents 
who had produced a quarter of a mil- 
lion in the first year asked questions of 
three producers who last year produced 


a full million. Among the newcomers 
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were R. Otho Linker, Charlotte, Mr. 
Salt 


Arenson and Robert T. Wedel, 
Lake City. 

The millionaires were Edwin R. 
Brock, Des Moines; Carl Bach, San 


Francisco, and ack C. Krause, Grand 
Rapids. 

Preceding the conference there was 
a meeting of the general agents to 
elect new officers of the Penn Mutual 
agency association. They are James M. 
Royer, Chicago, president; Harry O. 
Rasmussen, Newark, _ vice-president; 
Tom E. Lipscomb, Louisville, secretary, 
and John E. Spence, New York City, 
treasurer. 

There was a C.L.U. session following 
a special breakfast for holders of the 
designation. 





SAVINGS BANKERS 


ADDRESSES. 
Boost Interest 
Rates Not Taxes 
S. C. Badger Urges 


The government ought to finance its 
expanded needs from the people’s sav- 
ings and pay them 
an interest rate that 
will attrac them, 
Sherwin C. Badger, 
vice-president of 
New England Mu- 
tual, said at the an- 
nual meeting of the 





National Assn. of 
Mutual Savings 
Bank at Atlantic 
City. 

He suggested fi- 
nancing through 


savings idea “rath- 
er than an attempt 
to finance through 
tax rates that are so high they destroy 
the incentive to work, to venture, to 
save, or even to retain past savings.” 

Pointing out that the government of- 
fers a tax advantage to the oil indus- 
try to encouarge the production of 
more oil for national defense, he asked 
if it would be any less logical, in the 
fight against inflation which is so vital 
to the national welfare, “to offer a tax 
advantage to those who forego spend- 
ing in order to save.” 

He said that the demand for funds 
is likely to be larger than the supply 
for some time to come. Because the 
Treasury will be a substantial borrower 
in the second half of the year it must 
do as much as possible of its financing 
without recourse to the federal reserve. 
That means that it must coax invest- 
ments from present savers, and attract 
more of them. 


Illinois Department OK’s 


Insured Funeral Plan 
(CONTINUED FROM PAGE 2) 


Or will they prefer to make an arrange- 
ment with a regular life insurance com- 
pany? 

South Carolina has a law against con- 
nections between life companies or agen- 
cies and funeral directors that was up- 
held two years ago by the U. S. Supreme 
Court but it is not entirely certain that 
it is broad enough to prohibit arrange- 


S. C. Badger 








ments like that of Pierce and Lain. 
Since the situation is covered by the 
insurance code, efforts to get the law 
changed in Illinois would presumably 
come from either the Illinois department 
or the life insurance business. Whether 
the latter would feel it could properly 
agitate for a tighter law is questionable, 
for from a strictly public interest stand- 
point the more sound life insurance that 
is sold, whether by regular life agents or 
through agencies concentrating on fu- 
neral insurance, the better the public 
will be served. 

The Illinois department has been in- 
terested in the operations of the Pierce 
Ins. Co. and Lain agency since last 
February as the result of a routine re- 
quest from a prospective solicitor. One 
feature that has impressed the depart- 
ment with respect to any such plan is 
the extreme difficulty of policing the 
solicitation of such business to see that 
no salesman uses his opportunity to get 
the insured tied up with any particular 
funeral director, thereby interfering 
with the freedom of choice that the 
family is supposed to have under sec- 
tion 155.05 of the insurance code. 


LIAMA Issues 
Selection Interview 


Blueprint 


A new agent selection instrument 
has been prepared by the L.I.A.M.A. 
research division for the use of man- 
agers. The Selection Interview Blue- 
print sent to member companies this 
week is believed to be the most impor- 
tant contribution to the selection process 
since the revised Aptitude Index was 
introduced in 1949. 

Representing a considerable advance 
over an earlier L.I.A.M.A. interview 
device, the blueprint provides the man- 
ager with a guide to make the personal 
interview with a prospective agent a 
more effective method of determining 
whether or not he can successfully sell 
life insurance. 

It shows the manager how to inter- 
view, how to probe into the background, 
ambitions and potentialities of the pros- 
pective recruit. Key suggestions supply 
a framework for organizing the inter- 
view, a number of stimulating questions 
are furnished, as is a method for or- 
ganizing his impressions at the close of 
the ntervew. 


Applicant Fills It in 


The blueprint should prove fairly 
easy to use, since the applicant himself 
fills in the necessary personal history 
and experience data on one part of the 
blueprint. After taking time to study 
these data, the manager can interview 
him while doing a minimum of writing. 
He can better encourage the man to 
talk about himself, making only brief 
confidential notations in the manager’s 
comment section. Also in a single pack- 
age, the blueprint has an arrangement 
for forwarding information to the home 
office without recopying. A letter of 
transmittal to the home office is in- 
cluded. 

In preparation by L.I.A.M.A. for a 
long time, the Selection Interview Blue- 
print was field tested last year and a very 
encouraging report on its use was made 
at the annual meeting last November. 

















NEWLY ELECTED OFFICERS AND ADVISORY COUNCIL ME . 
DENT MUTUAL GENERAL AGENTS ASSN. . —— 
From left to right: Paul W. Schenck, Jr., Greensboro; Franklin M. Nice, Reading; 
Retiring President W. Henry Blohm, Cincinnati; Henry G. Barnhurst, Syracuse; Sec- 
retary-Treasurer W. Lawrence Rotz, Decatur; President Lewis C. Sprague, New York 
City; Vice-president Charles S. Peck, Allenton, Pa.; and J. Henry Hooper, Baltimore- 


Washington. 


Samples sent to member companies thig 
week are accompanied with suggestion; 
for the blueprint’s introduction to fielg 
managers by agency departments. 


Guardian Agents 
Set Record in 


Weidenborner Drive 


NEW YORK~—In a month-long pro. 
duction campaign honoring Ageney 
Vice-president Frank F. Weidenborner 
the field force of Guardian Life submit. 
ted the largest volume of new busines} 
of any April in the company’s 91-yey} 
history, up 26.6% from April, 1950, 

Many agencies recorded outstanding 
production marks during the campaign 
The W. R. Wilkinson agency at Syra. 
cuse led the eastern division and the 
entire field with 165.8% of its quot, 
The western division was led by the 
T. G. Herbert agency at Denver with 
160.4%, while the Jacksonville agency \ 
with 159.7% and the Julius M. Eisen. / 
drath agency at New York with 155.9% 
topped the southern and metropolitan 
divisions ,respectively. 

The Spaulder, Warshall & Schou 
agency, also of New York, and Juliys 
M. Ejisendrath agency both achieved a 
submitted volume in excess of $1% mil 
lion for the month. 


American Society Sets 
Up Prospecting Machinery 
(CONTINUED FROM PAGE 3) 


category and there are 2,000 of them in 
the American College files. Another 
class of prospects consists of the siz- 
able number of agents who have made 
inquiry to the American College about 
the C.L.U. work. 

What the system will amount to be- 
fore it is through is that virtually every 
man who might be a prospect for the 
C.L.U. courses will be approached by 
a C.L.U., have the advantages of the 
education explained to him at length 
and be evaluated by members of the 
local chapter. Pertinent facts about 
each one of these prospects will be 
sent back to American College to go 
in the files there. 


Many Insufficiently Informed 


There has long been a feeling among 
members of the American Society that 
many men who would make fine C.L.U. 
candidates do not get started in the 
work because they have not heard 
enough about it, or because no one spe- 
cifically presses them to enroll. There 
will be no excuse for such a condition 
as the new membership drive gets un- 
der way. 

This year’s pioneer new candidate 
work and the prospecting work carried 
on through the college is expected to 
set the stage for a permanent prospect- 
ing program which, with the continued 
cooperation of the companies and gen- 
eral agents, local associations and local 
chapters of C.L.U.s is calculated to 
usher the movement into fruitful ma- 
turity. 


D. B. Murphy, Peoria, Heads 
Central Ill. CLU Chapter 


The Central Illinois C.L.U. chapter 
has elected as president, D. B. Murphy, 
Mutual Benefit Life, Peoria; vice-presi- 
dent, Harry E. Gidel, Bankers Life ot 
Iowa, Decatur; secretary-treasurer, Mil- 
lard Bingham, Mutual Benefit Life, 
Springfield; immediate past president, 
William T. Beadles, Ill. Wesleyan Unt 
versity, Bloomington; directors, one 
year, Ray French, Country Life, Ma- 
comb, and A. Mann, Connecticut 
Mutual, Decatur; two years, A. F. 
Moore, Northwestern Mutual, Ottawa, 
and Frank Murphy, Massachusetts Mu- 
ual, Champaign. : 

The chapter includes Bloomingtot, 
Champaign, Danville, Decatur, Macomb, 
Monticello, Ottawa, Paris, Peoria 
Springfield and Watseka. 
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balance 
improves performance 
Balance improves performance 


through avoiding excesses 
in any one direction. 


In a life insurance company a 
favorable balance of past 
achievements, present action and 
future planning assures 
continued progress. 


Fidelity is a well-balanced company. 


= The 
= FIDELITY MUTUAL 
= LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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The upsurge of interest in nen- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
on our position of leadership in 
a specialized field. 


mPa Revers lgfe 


INSURAN 
WORCESTER > MASSACHUSETTS 


Frank lL. Harrington... 1.2.25... ee ee President 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency representation In the 48 states, the District of Columbia and Hawaii 




















Making The Most 
Of A Good Thing 


"The ONLY REASON for having life insurance is to 
prevent the financial ,disaster that death brings. 






But death isn’t the only thing that brings finan- 





cial disaster. Disability does it, too. 





That’s why no life insurance plan is adequate— 





or safe—until it’s supported with disability 






protection. That’s why more and more people 





are cinching their life insurance protection with 
lifetime Accident and Sickness disability benefits. 







We sell both—in one palatable package. 


x 
Oh idental Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 






‘AGENTS LIFETIE REREWALS... THEY LAST AS LONG AS YOU BO" 




















THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
e@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 
PLUS 
@ Automatic additional inc»eases of 8% — 16% — 24% in First Year Com- 
mission rate — payable automatically first of each month. 
TOGETHER WITH 


e@ Persistency Bonus, payable every three months 

e Lifetime Renewals, a permanently increasing income 

e Free Vacation, all expenses paid, each year 

e Incentive Contests, liberal awards for all producers 

e@ Production Clubs, paying substantial cash bonuses 
Agents can easily DOUBLE their income for good production. 
With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 
parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full-details — Charles H. Davis, Supt. of Agencies. 


Bankers Mutual Life nm, 
Goaurance Company = 


6. C. French, % ¥ 
President HOME OFFICE FREEPORT, ILLINOIS Yin 


An Old Line Mutual Legal Reserve Life Insurance Company 
Bringing More Commissions to Life Producers 




















HAPPINESS 


IS IN ZB 
THE CARDS ....When Irv F. Deals 


@ It’s not a matter of luck. Irv F’s spadework makes it 
a certainty. When he deals with a prospect, happiness is in 
the cards. 


Y This Kind of Happiness —the heartfelt peace of mind 
that comes from knowing the kids will get a college educa- 
tion, come what may—or that the mortgage can be paid off 
years ahead of schedule—or that the wife and family will 
always be secure, protected by the right insurance policy. 


@ Result? Irv’s fan club includes some of the finest peo- 
ple in town—folks who agree that he is “aces” when it comes 
to dealing with the future. Their confidence is his daily inspi- 

ration. 
OF THE: UNITED: STATES @ Few of the men he meets in his role of Equitable Society 
settee seer representative, can match the deep satisfaction that Irv 
derives from his work. It’s something more precious than 
THOMAS |. PARKINSON, President diamonds—the inner sense of leading a good life that comes 
393 Seventh Avenue, New York I, N. Y. from dealing happiness and security to your fellow men. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the 
r files of the Federal Bureau of Investigation... another public-service contribution 
‘ sponsored in his community by The Equitable Society Representative. 
EVERY FRIDAY NIGHT » ABC NETWORK 


One of a series of advertisements illustrating how 
a representative of The Equitable Life Assurance So- 
ciety serves his community by selling life insurance. 





